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In These Inquiring Days 


TERNAL patience is the price of good nature 
with business men who are subjected to any 
extended course of “official investigation,” in 

these officially inquisitive not tosay inquisitorial days. 
Answering foolish questions occupies much of their 
time, together with the explaining of simple, elemen- 
tary first principles, concerning which it might be 
supposed everybody was already imormed, but which 
prove to be sealed mysteries to many officials in high 
authority. 

A characteristic “‘official’’ question was that of the 
senator who in the course of the Titanic investigation 
asked, ““Why did not passengers seek safety in the 
water-tight compartments of the ship?”—a question 
so inept as to recall the joking and apocryphal tale 
told a former Secretary of our Navy, who was said to 
have exclaimed ‘Why, the blamed thing is hollow!” 
upon peering down a hatchway, on his first visit to a 
ship. What was the use of naving marine experts tell 
of a ship’s details of construction to a senator so 
densely ignorant of elementary facts about ships? 
And what is the use of cailing busy men to spend days 
and weeks giving details of shoe selling, or dairy-farm- 
ing, or diamond-cutting, to officials who lack the 
s:mplest items of basic information of the subjects? 

But it has to be done; and it should be well done. 
The necessary truths should be stated clearly, and 
forcibly; and wropg accusations and injurious in- 
sinuations shouid be as forcibly repelled. Answer not 
an official according to his folly; your answer is being 
recorded, and will be seen and read by many people. 
At least, it will be if you make the mistake of face- 
tiously or jokingly admitting some wrong thing. 


There will be an improvement in the reports of 
governmental commissions of inquiry of all sorts 
when these commissions cease to be made up of law- 
yers who imagine the commission to be a group of 
prosecuting attorneys, bent upon convicting somebody 
of crime; when they cease to regard even the witnesses 
who come before them as being criminals, beyond 
doubt; when their inquiry is directed toward the 
revealing of truth and truth only, rather than the 
supplying of sensational headlines for the daily news- 
papers, or the furnishing of material for cheap and 
partisan stump speeches. Time after time, within 
the past few years, government commission reports, 
arguments and conclusions have been flatly contra- 
dicted, upon dependable evidence. It is a gross 
misuse of authority, as well as a waste of opportunity. 

When the British, French, German or Italian 
Government undertakes an inquiry, the resulting 
report is a monograph of the highest value. Men are 
appointed who have sufficient ability to get inside the 
subject and to understand it. They go into the in- 
quiry with open minds, desirous only of getting at the 
truth; our investigators go in with their minds 
clogged with prejudice, and determined to ferret out 
evidence that will sustain that prejudice. The result 
is a futile, worse than useless, entirely misleading 
screed, of small value even for the narrow partisan 
purpose of its makers. 

There is no great mystery about modern business. 
There are no deep and dark secrets connected with 
its general outlines. Its methods have been developed 
in daylight, and represent the earnest and honest 
efforts of multitudes of men of high ability, who 














have devoted years to the framing of a sane and 
sensible code of practices. Representatives of busi- 
ness who are called before the authorities should be 
accorded at least the grace that is granted to burglars, 
of being considered innocent until they are proven 
guilty. And no commission should be disappointed 
if called upon to record merely plain, quiet, sober 
common sense inits report, instead of crude and falla- 
cious sensationalism. 





Too Much Strike, Wage, H.C.L. 
and Profiteering Publicity 


AKE up any newspaper in any cosmopolitan city 
and the chief news of the day is centered on the 
subjects mentioned at the head of this editorial. 

All conducive to unrest and all payed up in exag- 
gerated and sensational style. 

We believe that many problems could be solved 
much more readily if there were less‘ newspaper talk 
and less loose talk from men on all these questions. 

Laying stress on these things results finally in a 
frame of mind of too ready acceptance that things are 
thus and that it is the order of the day. One group of 
labor reads of an easy settlement in favor of another 
group and immediately go after theirs. 

There is a danger in rumor and gossip, which may 
start as propaganda to prepare us for a certain de- 
fined step. 

Two cases in point: In New York recently was 
heard apparently well-authenticated rumors of a 
general impending strike in Philadelphia, well de- 
taiied, to the effect that one factory was already 
picketed and others soon to be. Rumors gain ir 
detail, and in this case the person who heard added 
his bit by saying that in his opinion it would be a 
long battle because the manufacturers would stick 
together. As it turns out, there was no foundation, 
in fact, for such rumors. Another case was thet in an 
Eastern city there were rumors that cutters were 
going out for a $10 weekly increase September 1, and 
to add confusion other rumors were to make larger 
demands. Up to September 18, these demands have 
not developed. 

Al of which shows that rumors should not be be- 
lieved until verified by people directly in possession 
of facts. 

If we would spend our surplus energy preaching the 
truth that stabilization will come without harm to 
capital, labor and distribution through practising 


“producing a little more, buying a little less, and saving a 
little,” we would all be doing each other a real service, 
and all indusiry would settle down into sometaing 
like a normal mental process. , 
Let us all stop sympathizing with ourselves and 
each other, and—‘‘saw wood.” _ 





| A Brainless Profit Estimate 


OMEBODY once said, “Figures will not lie 
—but liars will figure!” Not all the commercial 
misinformation of the world’s liars, however, has been 
as dangerous and misleading as the figuring that is 
being done just now by the world’s consummate fools. 
One sample of this was telegraphed from Omaha 
recently, and paid for as news by daily newspapers all 
over the United States. It was in the form of an esti- 
mate of the “profits” of the packers, in their sales of 
cattle hides. 

It ran thus, in essence: “The first cost of the hides 
is well known to be just the cost price the packers 
pay per pound for their cattle. Steers cost from 5% 
to 14 cents a pound live weight but the packers get as 
high as 48 cents a pound for the hides, or a profit of 
600 per cent.” 





Pride of Production 


UTTING a tannery in the wilderness and a shoe 
factory on the edge of the prairie may seem to be 
flying into the face of business impossibility—but it 
is being done. Why? Because the sloth of the city 
and every incitement to evasion of work is killing the 
American spirit of industry, thrift, and wholesome 
respect for all labor, for there is the labor of the head 
as well as the labor of the hand. 
By the side of a rapid mill stream, we recently saw 
a busy factory solving the problem of the day— 
production. The plant was the blessing of the com- 
munity. Every American fireside in the county 
gave thanks, for something had been done to “keep 
the young men at home.” The week’s work was 
forty-nine hours, the wages were fair, the output 
gradually increasing in excellence and in volume. An 
addition was even contemplated. It was a joy to 
see one backwoodsman after the whistle blew do 
his “‘chores’’ by oiling up his machine. It seemed as 
if Industry had again found itself and that its heart 


was American. 
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CHEAP SHOES NOT IN DEMAND 


Interesting Statement from Federal Reserve 
Board 


Washington, D. C., September 26—The Federal 
Reserve Board in its monthly statement has the fol- 
lowing to say about hide, leather and shoe conditions: 

“District No. 1—The volume of shoe sales is 
only limited by manufacturing capacity, but manu- 
facturers hesitate to make expensive 
additions to plants, owing to the 
uncertainty of future conditions 
affecting business. So much of the 
present call is for the better grades 
of shoes that one manufacturer 
reports that leather left over is be- 
ing sold to Europerather than be- 
ing used in cheap shoes which do 
not have a ready market. An inter- 
esting sidelight on the psychology of 
the current attitude of the public on 
the high cost of living is furnished 
by an instance cited of a lot of shoes High 
which were moving slowly, being 
cleaned up at once when the price 


“Leather is not in quite as great 

ap 
demand as a few weeks ago, but 
while prices have become steadier, 
they are still high, with further 
increase anticipated. European 
buyers of leather are not so active. Hides are scarce, 
with European buyers outbidding Americans in 


foreign markets.” 





EMPLOYMENT AND WAGES COMPARED 
Figures from the Bureau of Labor Statistics 


Washington, D. C., September 26—The Bureau of 
Labor Statistics has received replies from 64 boot and 
shoe factories comparing the employment in June, 
1918 and 1919. In June, 1918, according to the 
Bureau, there were 58,877 persons employed in the 64 
establishments, decreasing in June of this year to 
57,635, or a decrease of 2.1 per cent. The payrolls in 
these plants. on the other hand, increased from 
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$1,052,165 in June, 1918, to $1,178,998 in June of this 
year, or an increase of 12.1 per cent. 

The Bureau received replies from 32 leather fac- 
tories showing their employment in June, 1918, to have 
been 17,260 persons, decreasing in June of this year 
to 16,863, or a decrease of 2.3 per cent. The payrolls 
in these 32 establishments have increased from 
$364,245 in June, 1918, to $381,729 in June of this 

year, showing an increase of 4:8 per. 
cent. 


NEW YORK SHOE 
MERCHANTS 
Start Membership Campaign 
at First Monthly Meeting 


Initial plans for a membership 
campaign were inaugurated at the 
first monthly meeting since the 
Summer vacationheld by the Shoe 
Retailers’ Association of New York 
in the Bush Terminal Sales Build- 
ing. A committee, consisting of 
Messrs. Joseph, secretary of the 
association, Rinn, Bender, Rosen- 
thal, Adler, Greenblatt, Dempsey, 
Goldstein, Bowman and Gabriel, 
was appointed to conduct the mem- 
bership campaign. Mr. Rosenthal 
is chairman of the committee, 
which includes retail merchants from every section 
of Greater New York. In turn, they will gather 
smaller committees about them to aid in the work. 
The association now numbers about 130 members. 

In the absence of President John Slater, Louis 
Edelstein, one of the four vice-presidents of the 
association, presided at the meeting. Mr. Edelstein 
spoke of the misdirected criticism against the retail 
merchant in the present campaign against high prices. 
“Most of the criticism against the retail business,” 
he said, “is unjustified. In my personal opinion 
profiteers in the retail end, or, in fact, any end of the 
shoe and leather business are mighty few.” 

The members were asked to write personal letters to 
B. Jacobson, who is recovering from a long illness. 
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GRANITE STATE MERCHANTS MEET 
OCTOBER 13 
A Big Attendance Is Urged by President W. C. 
Roose—Unfair Legislation to Be Discussed 


The shoe merchants of New Hampshire will meet 
at Concord on Monday afternoon, October 13, at the 
New Eagle House. The meeting will.be called at 
1 p.m. sharp. A big attendance is urged. On former 
occasions, many smaller merchants in the State had 
been unable to attend, but as October 13 falls on 
Columbus Day, there is no reason why all cannot be 
present. 

W. W. Willson of the National.Shoe Retailers’ 
Association 1920 Convention Committee has charge 
of furnishing a couple of shoe merchants from Boston 
to be present and speak on buying and general store 
conditions. ° 


Discussions on Stock Records and Percentage 


One man will also speak on stock records and why 
the Government demands that they be kept properly. 
Cost of doing business and percentage of profits will 





W. C. ROOSE 
President New Hampshire Shoe Retailers’ Ass’n 


have a big place in the program, as well as a discussion 
of the laws now pending before Congress regulating 
the retail shoe business. 

New Hampshire shoe merchants are on their toes 
in regard to the law on stamping the cost price on 
shoes, as well as the law regulating the retail selling 
price of shoes. The session promises to be a most 
interesting and profitable one to every merchant in the 
Granite and near-by States. 

The meeting will be adjourned at 8 p. m. so that 
those merchants coming from a distance may have a 
chance to catch the train home that night. The 
Boston express leaves Concord at 8 o’clock sharp. 
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“RENOVATED” SHOES 

War Department Sales Exclude New Shoes 

Washington, D.C.—There may be plenty of “Army 
shoes” on the market, but there are no shoes bought 
for the Army and later sold by the War Department 
out of its surplus stock to be had in the open market. 
Nor will there be, according to the announcement 
from the Director of Sales. The only stock which 
the War Department intends to let the public have 
are some “renovated”’ shoes. 

There is no objection on the part of the Government 
to the sale of shoes made after the Army pattern. In 
fact, the Army style being approved as healthful and 
excellent for the feet of the prospective soldiers of the 
United States, the authorities are quite willing that 
such patterns should be as widely distributed as 
possible, especially among the young men. 

The announcement from the: War Depariment reads 
as follows: 

The War Department has no new Army shoes for sale 
and it is not anticipated that there will be any surplus of 
new shoes. Renovated shoes will be included in the stocks 
offered for sale in the retail stores to be opened throughout 
the country by the War Department on September 25th. 

Rumors have become current among the general public 
that the War Department was selling to shoe dealers stocks 
of new shoes made according to Army specifications and 
acquired by the War Department for the equipmert of 
soldiers, and numerous inquiries have been direcied to the 
War Department by members of the shoe trade who seek 
to acquire stocks of Azmy shoes. Publicity was recently 
given to a sale held by a Brooklyn, New York, shoe dealer 
whose stocks were advertised as Army shoes. These shoes 
were commercial shoes made on lasts similar to those used 
in the manufacture of War Department issue shoes, but they 
were not made for the War Department, and no part of that 
stock was acquired from the War Department. 

Both during and since the war, shoe manufacturers 
have produced shoes made on lasts similar to the Army 
lasts for commercial use, and since these shoes tend to keep the 
feet of the civilian popvlatior—the country’s potential 
soldiers—in good condition, the War Department has had 
no desire to discourage the manufacture of that type of shoe. 

Every shoe that was manufactured for the War De- 
partment durivg the period that the United States was at 
war and passed the departmental inspection was accepted 
by the War Department and retained for Army use. As 
is stated above, there is no present prospect that any of this 
stock of new shoes will be offered for sale. 


EXPORTS FOR NORWAY RESTRICTED 
Another Nation Puts an Embargo on Raw Stocks 


New York—The Tanners’ Council has received 
the following cablegram from the American Consul at 
Christiania, Norway, under date of September 17: 
“Effective September 15th, export of hides, pigskins 
and lambskins from Norway is prohibited. Calfskins 
may be exported in quantities equal to corresponding 
quantities sold for domestic tanning and manufacture, 
of which applicant in each case is required to produce 
appropriate evidence.” 
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Messrs. Cook, Cann, Lovell, Hollister and Barnes, of the Federated Association of English 
Shoe Manufacturers, at the Entrance of the Boston Shoe Trades’ Club 


Whirlwind Inspection Tour of American Industries 


Fraternal Delegates of Federation of Shoe Manufacturers of Great 
Britain to Cover Every Shoe Center 


delegates of the Federated Boot and Shoe Manu- 

facturers’ Association of Great Britain and Ireland 
was the banquet tendered by the New England Shoe and 
Leather Association, Monday, September 22, at the Algon- 
quin Club. The English guests were: Alfred Lovell, George 
Barnes, A. W. Hollister, J. C. Cook, F. M. Bostock, Dr. A. D. 
Denning and F. M. Bostock, Jr. 

There were present the following: 

Harry I. Thayer, president of the New England Shoe and 
Leather Association; Alfred W. Donovan, chairman of the 
Massachusetts State Board of Labor and Industries; J. 
Franklin McElwain, president of the National Boot and Shoe 
Manufacturers’ Association; William H. L. Odell, president 
of the Boston Boot and Shoe Club; Everit B. Terhune, presi- 
dent of the Boston Shoe Trades’ Club; Thomas F. Anderson, 
secretary New England Shoe and Leather Association; Fred 
B. Rice, Rice & Hutchins, Inc.; William J. McGaffee, 
Thomas G. Plant Company; Charles H. Jones, Common- 
wealth Shoe and Leather Company; Charles C. Hoyt, Farns- 
worth Hoyt Company; Arthur E. Spencer, E. E. Taylor 
Company, Brockton; Louis A. Coolidge, treasurer United 
Shoe Machinery Corporation; J. Dudley Smith, New Eng- 
land agent of the Tanners’ Council; Julius Hollander, vice- 
president F. Blumenthal Company; Arthur D. Anderson, 
editor of the “‘Boot and Shoe Recorder;” Frank P. Aborn, 
Lynn, directing exporter. 

Under the entwined flags of the Union Jack and the Star 
Spangled Banner, the meeting resolved itself into a friendly 
exchange of compliments and a better understanding of the 
problems of production, labor and distribution. 


. BIG feature of the entertainment of the fraternal 


As toastmaster, Harry I. Thayer, after the toast to the 
King, extended the greetings of the American industry 
together with the freedom of all of our factories. 


J. Franklin McElwain Says, *‘Watch Production”’ 


J. Franklin McElwain, as the first speaker, summarized 
American conditions in shoe and leather industries from our 
entrance into the. war to date. He told the English manu- 
facturers that there.is a timely stability of the market today, 
with levels slightly under the high peaks. If Europe is going 
to need large quantities of leather, it will tend to stiffen the 
market. In American production, it is no longer a question 
of selling the volume, merely a question of allocating produc- 
tion. We are more likely to recede gradually in prices, not 
precipitously. The thing for us to watch now is the curtail- 
ment of production through short hours and strikes, for we 
are far under the normal production per square foot per 
plant. It is for us to try to get it back. 


Honest Competition the World Over 


Alfred W. Donovan extended the official welcome of the 
Commonwealth of Massachusetts and said, if there were 
any keys to any doors lost to call him up and he would see to 
it that everything was made wide open from the cost room to 
the methods of distribution, and he hoped that this meeting 
would be but the beginning of a series of exchange meetings 
between manufacturers and both countries. ® 

Charles C. Hoyt said, ‘“‘We cannot forget that you held the 
seas that permitted us to do our bit in the great war. It is 
one of the finest things in the world to have you here. Come 
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and take what you want, for what we desire is an honest 
competition the world over.” 

In introducing Everit B. Terhune, president of the Boston 
Shoe Trades’ Club, Mr. Thayer said, ‘““We are indebted to 
Mr. E. B. Terhune largely for this meeting tonight. He is 
one of the most patriotic representatives of the shoe and 
leather industry that we have in New England today.” 


**The American Is an Optimist’’ 


Mr. Terhune expressed the American hope for close co- 
operation and closer confidence in a “league of industries.” 
“‘Now that you are going to have an opportunity of examining 
the American book of shoe manufacturing and merchandising 
remember, though you will find a few pessimists, the American 
is always an optimist and a bull on the future. We are now 
entering an important strike issue and before you sail for 
home I trust that you will see that right will prevail.” 


Alfred Lovell Responds for Delegation 


In response, in behalf of the British delegation, Alfred 
Lovell, who some forty-nine years ago came to America and 
enjoyed four years of high schooling fn Philadelphia, said, 
**You have overwhelmed us with kindness. It bespeaks con- 
fidence and begets confidence. Your very kind and generous 
references to our country have been happily expressed. I 
am sure we will take back the same to England. The inter- 
ests in trade of our two great English-speaking people have 
much in common, for they are to be great producers and 
exporters of the future. We must push aside all distrust and 
with your heritage of youth there is every reason for us both 
to make more than ordinary effort to spread principles of 
good throughout the human race. I am assured that the 
doors of your factories are thrown open to us for unlimited 
inspection. We too want to increase the volume of trade, and 
hope that you will devise some scheme of leveling up ex- 
change, so as to justify an increase of trade. This meeting 
has given us an opportunity to know each other better, for 
we can look through the eyes into the heart and express 
mutually a great desire for betterment.” 


Our Present Problem Is How to Handle Labor 


F. M. Bostock told of the great pleasure it gave him during 
the war to take shoe men in khaki through his plant. He 
said that he had great faith in the ultimate relationships with 
labor and that English labor difficulties should not be over- 
emphasized, for England always has the habit of letting things 
drift into a tight place and then develop the way out of it. 
“‘We have a certain amount of wild men in our labor parties, 
but moderate labor will ultimately prevail,’ said Mr. Bos- 
tock. ‘‘We have all learned very well how to handle materi- 
als, but our present problem is to learn how to handle labor.” 


The Week’s Activities 


On Monday afternoon, September 22, the delegates were 
the guests of the New England Shoe and Leather Association. 
The delegation was given a drive through the park system of 
Boston, which was in charge of Charles C. Hoyt of Farns- 
worth-Hoyt and Company. 


Guests of Haverhill 


On Tuesday they were the guests of the Haverhill Shoe 
Manufacturers’ Association. They arrived at Haverhill from 
Boston at 8.56 and were received at the Boston & Maine 
station by a committee of manufacturers, and taken by 
autos to the Pentucket Club, where formal greetings were 
exchanged and acquaintances made. With the mission were: 
Everit B. Terhune, treasurer and general manager of the 
“Boot and Shoe Recorder,” and Harry I. Thayer, president 
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of the New England Shoe and Leather Association. At 10 
o'clock the party was taken through the business district in 
machines, and immediately split up on a tour of inspection of 
the leading factories of the city. The factories visited were: 
C. K. Fox, Inc., Gale Shoe Company, the Rickard Shoe 
Company, J. H. Winchell & Co., Witherell & Dobbins, Inc., 
and Emery & Marshall Company. They were entertained 
during the morning at the home of George Carter of the Gale 
Shoe Manufacturing Company. 


A Study of Turn Footwear 


The English visitors came to Haverhill expressly for a 
study of the manufacture of women’s light turned footwear, 
and were delighted at the openness and warmth of their 
reception. The factories were thrown wide open and even 
the office records and cost sheets were submitted for study. 

At 12.30 the members of the mission and a large delegation 
of local manufacturers gathered at the Pentucket Club and 
left by autos for the Baldpate, Georgetown, for dinner. 
Following dinner, which was of true Baldpate style, an in- 
formal program of speaking and exchange of courtesies was 
in order. 

George W. Dobbins, as president of the Haverhill Shoe 
Manufacturers’ Association, welcomed the British representa- 
tives to the city and added appreciation of their visit. Mr. 
Dobbins then called upon Harry I. Thayer of the New 
England Shoe and Leather Association for remarks. L. H. 
Downs of the Charles K. Fox, Inc., made a very fine speech 
of welcome. 

The local shoe men were given a real treat by Alfred Lovell, 
spokesman for the mission, when he was called upon. Mr. 
Lovell proved an enthusiastic talker. 

Arriving back in the city in mid-afternoon, a short tour of 
Haverhill was made by autos. Special permission for a trip 
through Winnikenni Park was secured. Before going to the 
train the members of the mission called at the home of 
Myron L. Whitcomb, a prominent Haverhill shoe manu- 
facturer, where a collation was served. 

The committee of Haverhill manufacturers in charge of 
the reception and entertainment of the British mission con- 
sisted of: George W. Dobbins, George H. Carter, Myron L. 
Whitcomb, Lurad H. Downs, Frederick Cooper, Herman E. 
Lewis, Sherman H. Marshall, Herbert H. Hicks, William A. 
Knipe, James Whitcomb, Edward M. Rickard, Everett 
Bradley and Albert M. Child. 


Visitors to Shoe Trades’ Club 


The delegation of shoe manufacturers, representing the 
British Federated Association of Shoe Manufacturers of 
Great Britain and Ireland, were entertained at luncheon at 
the Boston Shoe Trades’ Club on Wednesday, September 24. 
The meeting was largely attended, many representative mem- 
bers of the New England trade being present. Messrs. 
Alfred Lovell, George Barnes, J. C. Cook and A. W. Hollister 
of the English party were present, Mr. Walter W. Cann being 
confined to his hotel on account of illness. Ped 

President Terhune briefly welcomed the guests and turned 
the meeting over to Harry I. Thayer, president of the New 
England Shoe and Leather Association. Mr. Thayer said: 
“This is the first time in the history of ‘the trade that an 
authorized delegation of English boot and shoe manufacturers 
has visited the United States. These gentlemen are here to 
get together with us for the purpose of furthering our interests 
to mutual advantage.”” Mr. Thayer spoke of the visit to- 
Haverhill the day previous, when lavish hospitality was ex- 
tended to the delegation by the Haverhill shoe men, char. 
acterizing it as an evidence of true New England hospitality 
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He then introduced as chairman of the British delegation 
Mr. Alfred Lovell. 


New England and Old England Should Get Together 


Mr. Lovell was given a hearty greeting, every one rising 
in his place to emphasize the cordiality. Mr. Lovell intro- 
duced his remarks by speaking of a visit which he made to 
the United States forty-nine years ago as a delegate from the 
Knights of St. Crispin, and sketched the early activities of 
that organization, saying that they had strikes at that time, 
even as we are having them today. He alluded to the un- 
bounded generosity of the New England shoe men which had 
been experienced by the delegation since it has arrived in 


this country. 


The World’s Great Export Nations 


Chairman Thayer then called upon President Odell of the 
Boston Boot and Shoe Club, who welcomed the delegation on 
behalf of that organization and assured them that all would 
co-operate, individually and collectively, along the lines indi- 
cated by the previous speaker, for the prosperity of the civil- 
ized world. 

The final speaker was A. W. Hollister of the British dele- 
gation, who said that if he had previously entertained any 
doubts regarding the hospitality to be extended by the shoe 
manufacturers of New England, these had been entirely dis- 
pelled by the wonderful reception and entertainment which 
had been accorded the visitors, which, he said, was a positive 
inspiration for them all. He alluded to the activities of Mr. 
Terhune of the “Boot and Shoe Recorder” in arranging the 
visits of the American delegation to England and_the English 
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delegation to this country. He expressed the hope that these 
visits ‘would be periodical and that the trade members of the 
two countries would get closer together, adding that he cer- 
tainly would go back as an optimist along that line. In 
conclusion, he said that the next delegation of American shoe 
men to England would find a reception awaiting them not 
one whit behind what had been accorded the British visitors 
here. 

After the meeting the English shoe men were introduced to 
many of the members of the club and enjoyed an hour of 
social conversation on mutual topics of trade interest. 


At Lynn and Brockton 


On Thursday they were entertained by the Lynn Shoe 
Manufacturers’ Association and on Friday by the Brockton 
Shoe Manufacturers’ Association. 

The program for the Lynn entertainment was as follows: 

At 9.15 a.m. the reception committee assembled at the 
B. & M. R.R. station to receive the delegation due to arrive 
at 9.25 a.m. At 9.30 a. m. the party proceeded in automo- 
biles to City Hall, where they were received and officially 
welcomed by his honor, Mayor Creamer. At 10 a.m. the 
visiting delegates were taken in charge by prearranged sub- 
committees and escorted through some of Lynn’s representa- 
tive shoe factories. At noon the visitors were returned to 
City Hall and met again by the reception committee. At 
12.15 noon they were taken for a one-hour ride in automo- 
biles in and about the city, terminating at the Tedesco 
Country Club at 1.15 p.m. At 1.30 p. m. luncheon was 
served at the Tedesco Country Club, followed by a round- 
table discussion until time for departure. ; 

The party left today, Saturday, for Montreal. 


A Fair-Price List 


Committee’ of Marion County Acts on School Shoe Tariff 


recently by the shoe division of the Marion 
County, Indiana, Fair Price Committee, ap- 

pointed several weeks ago by Stanley Wyckoff, 
Federal Food Administrator, in accordance with 
instructions from the attorney-general of the United 
States. The prices were fixed by Edward E. Stout, 
retail shoe merchant, and C. H. Crowder, of the 
Crowder-Cooper Shoe Company, wholesalers. 

No attempt was made by the committee to issue 
a fair-price list on all kinds of shoes because of the 
numerous styles and grades, and it was found impossi- 
ble to fix anything resembling a standard price on shoes 
for children of school age for the same reason. The 
prices named are for a good medium grade and not 
for fancy or cheap grades. 

School Shoe Price List 

Shoes for boys and girls ranging in age from 6 to 
18 years are included in the list, which is as follows: 
Child’s shoes, sizes 844 to 11 $3.50 to $5.50 
Misses’ shoes, sizes 1114 to 2 4.00 to 6.00 
Growing girls’, sizes 244 to 8.......... 5.00 to 8.00 
Little gents’, sizes 9 to 134 3.00 to 4.50 


N LIST of fair prices on school shoes was issued 


Youths’ shoes, sizes 1 to 2 3.50 to 5.00 


Boys’ shoes, sizes 244 to 5 4.00 to 6.00 
Large boys’, sizes 6 to 10 5.50 to 8.00 

Some shoes can be sold for less than these prices, it 
was pointed out, while others would cost more. 

The committee’s report showed also that shoes 
bought the first part of September for January 
delivery cost dealers more in many cases than they 
are now selling the same kind of shoes for. 


Averaging Up the Costs 

In its report the committee pointed out that the 
small shoe merchant who does not buy large stocks 
in advance is having to meet a situation more difficult 
than that of the large shoe merchant who bought 
when prices were much lower. The large merchant, 
it is explained, may still be getting shoes contracted 
for at lower prices, and may be selling today for less 
than the replacement price, while the small merchant 
who does not carry much stock must pay the present 
higher prices. 

For example, if a shoe merchant has been selling a 
pair of shoes for $5.25 which he bought some time ago 
when prices were lower, and he has ten pairs of such 
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JOHN A. BUSH 


with that of other nations. 


Therefore be it 





The One Cure Is Production 


Resolutions as Read by John A. Bush, Vice-President National Boot and 
Shoe Manufacturers’ Association, President Brown Shoe Co., 
Before ai Mountain States Shoe Retailers’ Association 


THE GREATEST PERIL IN OUR PRESENT BUSI- 
NESS SITUATION IS UNDERPRODUCTION. _ For five 
years millions of men who were formerly making things 
have been destroying things. War kills workers, wastes 
products, and puts plants out of repair. The one cure 
is production. 

LIMITATION OF OUTPUT can only diminish the 
amount of food, clothing and other desirable things 
which the individual income will buy. It enriches nobody 
and helps impoverish everybody. When restricted pro- 


duction raises the prices of necessaries, the great suf-— 


ferers are the wage workers, for they are the great con- 
The profiteer does not create scarcity; scarcity 
creates the profiteer. He has no opportunity until 
scarcity gives it to him. Present high prices are bound 
to go still higher unless the production of the individual 
worker all over the world is increased. 

THE REAL VALUE OF WAGES to the wage worker is 
represented not by their amount in money, but what they 
will buy. . Wages can only buy what human effort of all 
kinds produces. To raise wages and at the same time to 
restrict production is to give with one hand and take 
back with the other. 


sumers. 


WE ARE HEARTILY IN FAVOR OF HIGH WAGES provided arbitrary limits are 
not set to the production of the individual; for high wages bring about a more general dis- 
tribution of the products of industry. 
industry without high buying power. 
on labor well performed at remunerative wages. 

THE WEALTH OF AMERICA is dependent upon our production per capita compared 
No readjustment of either prices or wages can meet or improve 
the situation whose root cause is the insufficiency of production to satisfy effective demand. 


This is fundamental. There cannot be successful 
The business of every manufacturer is dependent 


RESOLVED: That the Board of Directors of the St. Louis Chamber of Commerce 
urge upon the members of this Chamber and upon patriotic Americans of whatever occu- 
pation to do all that lies in their power to increase production, which alone makes possible 
the payment of high wages, gives adequate buying power to wages when paid, affords 
profits to industry and insures economic strength to the nation. 





































































shoes left when he receives new stock which cost him as 
much as he had retailed the old ones for, what should 
be the retail price of the older stock? Some of the 
merchants average the cost prices of the old and new 
stock, and then base the retail price on the average. 
The committee said that if a shoe salesman should 
offer a pair of shoes of the older stock and it did not 
quite fit, and he brought a pair of the newer stock 
of just the same kind of shoes and quoted at a higher 





retail price, a misunderstanding would be likely to 
arise in the mind of the buyer, who might be disposed 
to leave the store without buying. 

It is generally agreed by the merchants that the 
list given out has little or no value to the public. One 
of the members of the shoe division did not hesitate 
to admit that he did not regard the fair-price list he 
had helped to report as of any great benefit to the 
public. 
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The increased call for illustrations is proof that better 
retail advertising is on the increase. The message to 
the public through the advertisement is of two-fold 
importance now—first to explain prices, second to sell 
present high-priced merchandise. Study the Recorder, 
page for page, for news features pertinent to “pricefacts.” 








No. 1017—35c 


To Walkis Health 


Smart tan calfskin 
boot with military heel 


Anticipation of your needs 
brought about advance orders by 
us—you benefit in price, your 
foot benefits in comfort. 





Miss Simplicity 


The sli for all occasions—in : 
ht eal ‘ont kid An 85-screen cut for newspapers 





Fascination 
in Footwear 


The Dainty 
Foot Charms 





Border Cut No. 1015—80c Shoe Cut No. 1016—35c 


Use an art frame for your feature shoe—it _ nlite 
centers the attention of the public 
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No. 1019—35c 


The Ties of 
Fashion | 
— through a 

two-eyelet tie are 
the latest in footwear 
styles. 


Paris started the wider 
lace, for silks are the 
vogue. 

By a clever device you 
can change to a buckle 
—thus making two pairs 
out of one price. 


In Kid and Calf, Turn 


and Welt, and just your 
size. 








. A= 
Women’s Hand-Matle Footwear | 
4-2XPRESSIVE of the supreme 

achievement in hand workmanship 
is Livingston’s footwear, which is 
acknowledged as the standard for 
women of ,refinement. All styles ‘in 
stock. : 
Boots—Oxfords—Pumps—Sport Shoes | 


f livingston "a 
3 4 West 57th St. 















An excellent use of silhouette figure in retail advertising — actual 
size of ad. See August 30th issue, pages 46-49, for 
clever silhouette cuts ° 





Let Us Solve 
‘The High Cost of Walking’’ 


Are you getting the most satisfaction and service 
out of your footwear? Each day from 9 till 11 
an expert is assigned to show you the care and 
wear of footwear—he is not selltng—but advising. 


Reduces 
Care of 
Cost by the 
Shoes ote 





No. 1024—25c 


























Some of the Cleverest Illustrations for Modern Shoe Advertising 


(Use as corner ornaments or as footnotes). 


No. 1021—35c 
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Getting the Truth Before the Public 


A committee of shoemen visited the Governor of Kansas and asked his co-operation in 


acquainting the public with the facts regarding the shoe business. 


He asked for the 


truth and promised proper publicity. This article by A. R. Springer was submitted and 
was given front page publicity in the newspapers of Kansas. 


seven per cent on each dollar we take in and cite 
to you facts gathered by the Harvard Bureau of Research 
that shoe retailing is the most hazardous of all retail busi- 
nesses, we maintain that our profits are not only justifiable 
but are too close, considering the chances we take. 
That the element of style is the biggest factor in our 
financial success. NNo matter how many models we show, 
if these do not meet the patrons’ fancy, they will not buy. 


; HEN we can prove by statistics that the average 
profits of shoe retailers only net five per cent to 


Anticipation Is a Factor 


That two or three months are required to get shoes through 
the factory, another 30 days to deliver by freight; that 75 
per cent of season’s purchases must be given factory fully 
six months in advance; that we must “‘guess” that far ahead 
just what “‘color’”’ will harmonize best with milady’s dress, 
what shape of toe, of heel, will please her fancy; covering 
the field of possible needs from baby’s first shoes, through 
college to wedding days—and to have her correct size in 
these before we can possibly make a sale. 

We merchants must cover this field; we must have proper 
sizes, different types of lasts that will fit these feet, must 
have them in all sizes from triple A to E width. It takes sixty 
pairs to get one pair of each size, and fully fifty per cent of 
sizes sold are on the middle sizes. Always there are ten to 
thirty pairs of each style left that must be closed out at a 
sacrifice price through special sales—and then not until we 
have found a foot correct size to wear them do we make 
that seven cents. 


Short Lines in Stores 


Fully forty per cent of the retailer’s stock consists of 
these short lines. Rarely is it possible to get factory cost, 
and even so, we must deduct the operation cost from these. 
That our entire profits are tied up in these shoes necessitates 
the borrowing of money to pay income taxes. 

When you consider the millions tied up in army shoes and 
the Government’s inability to correctly buy sizes for the 
soldiers, wherein they only bought one last, one style, and the 
soldier had no choice of sizes, you can see’ what we are up 
against on fitting the public’s feet. Should a man wear a 
size 8, no price would interest him if the shoes were size 6. 


Different Feet— Wide Stocks 


Unlike other merchandise, a shoe can not be altered to 
fit, but must ‘be correctly modeled, requiring a great variety 
of shapes to fit the different types of feet and skilled sales- 
force adapted to the art of fitting, aiding the public in the 
proper selection of shapes, enabling Americans to be better 
and more scientifically shod. 

Americans want what they want when they want it, and 
rarely is economy their guide in purchasing. These are days 
-of something different, the public is influenced to buy through 
advance creations—no longer will black kid boots suffice 
milady’s desire—harmony of color to match her latest gown 
must be procurable; even the farmer disdains to wear plow 
shoes. 


Now and at all times throughout the various cities good 
shoes are obtainable at $10.00 and less; the higher price 
prevails only on selection of fine kid skins, colors, and highest 
skilled shoe making is in no way affecting the popular- 
price buyer. 

Do you know that 98 per cent of such fine kid skins are 
imported into America? Do you know that shoes once made 
have no market value—that at no time in our history is it 
possible to place a third or half of our stock up for bulk 
sale and secure original cost? 


Is Seven Cents Per Dollar Large? 


That the retailer’s only profit lies in single sales which 
on an average consume thirty minutes of a salesman’s time? 

Is seven cents on each dollar too much? 

Do you know that banks consider shoe retailers a poor 
risk; that it is only through statistical findings covering 
five years pre-war period that shoe retailers have learned the 
hazards and cost of operation, enabling them to finance their 
business, and qualifying as a bankable risk; that if we fail 
to show average profits, these banks and factories would 
refuse us credit? 


High Cost of Handling 


Do you know that it takes 30 to 40 days to get shoes from 
factory to us Western dealers? Do you realize the loss 
soiled in handling and fitting white and colored boots; that 
no article made, going through as many as 210 pairs of hands 
and 65 machines, is sold at so little cost; that shoes are made 
in pairs, both exactly alike, differing from a hat, skirt or suit? 

Do you know that factories will not stock shoes on this 
high-price market, throwing entire financial burden on the 
retailer? Do you know that it takes over double the capital 
to operate now? 

Do you realize this propaganda put out by the press and 
sent to the public by Government sanction is rarely based 
on facts? If so, citations of extreme cases are made and so 
worded as to impress as applying to all retailers. 


A Plea for Increased Production 


That the average increased cost we must now pay factories 
of $2.00 to $4.00 for Spring, 1920, goods will work a great 
hardship on retailers; that this propaganda leading the 
public to believe prices would be lower when in reality they 
must go higher will class us in the eyes of the’ public as 
profiteers? 

It is really serious, as we alone meet the public face to 
face; other industries creating this additional cost deal 
only with business men and in no way feel the effect of 
public. 

This can be done with your aid and influence in the splendid 
efforts now being made to lower the cost of living and to 
adjust capital and labor difficulties. 

Get us out of the buyers’ market; make increased produc- 
tion, that a factory will bid for business; then competition 
will attend to pricing. 

As conditions now stand, we plead with the factory to 
make our goods at the price he sees fit to place on them. 
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Georgia Shoe Retailers’ Association 


Organized at Macon by One Hundred Leading Retail Merchants of the South 
---Propaganda Sent to Newspapers of State Combating Profiteering 
Charges---Officers Elected---1920 Convention Augusta, June 18 


chants from all sections of the State met 

September 23 at the Dempsey Hotel, Macon, 
and formed the Georgia Shoe Retailers’ Association. 
This is the first attempt ever made to organize in 
Georgia and the inception of the Georgia association 
was most enthusiastic, timely and successful. 

Several weeks ago W. C. Byck of Byck Brothers, 
Atlanta, extended an invitation to all of the leading 
shoe merchants in the State to meet in Macon on 
this date, to consider the matter of organization, 
announcing that T. C. Mirkil of Philadelphia, 
secretary-commissioner of the National Shoe Re- 
tailers’ Association, would be present to help carry 
out the organization work. The 
fact that nearly one hundred of the 
leading shoe men in the State re- 
sponded either in person or by 
proxy showed that Mr. Byck had 
struck a responsive chord. 

It was thought that the con- 
vention would last two days, but 
after the association was organized 
the members settled right down to 
business and all important matters 
were thrashed out on Tuesday. 
The afternoon session was devoted 
to the discussion of the vital issues 
affecting the trade and technical 
subjects. The organization not 
only got under way as such, but 
began functions with a_ healthy 
interchange of ideas on _ local 
problems. 

Never in the South during the past decade has 
there been such enthusiasm, devotion to the business 
at hand and interest displayed as was shown all 
through the meeting. 


Organized Effort Stressed by President Byck 


The morning session was called to order by 
W. S. Byck, who was elected temporary chairman. 
In his address he told of the motives that prompted 
him to call the meeting and stressed the importance 
of organizing at this time. ‘‘No longer than two 
months ago,” he stated, “in the company of J. K. 
Orr and some other leaders, I helped fight and kill 
that fool Pure Shoe Bill, which was introduced by a 
- very influential member of the Georgia Legislature. 


eee representative retail shoe mer- 





Ww. C. BYCK 


President-elect Georgia Shoe Re- 
tailers’ Association 





We got it stopped temporarily, but as sure as you are- 
sitting here, it will raise its head again in our law-- 
making halls, and it is up to us to organize and strike 
it down as a body of business men conducting a 
legitimate business. And there are scores of other 
questions that very vitally affect our whole existence,. 
which we cannot effectively fight as individuals, 
but in organization we will have a hard-hitting club. 
with which we can combat the forces that wilfully 
militate against us.” 

Mr.. Byck then discussed at length the usual 
advantages that accrue from organization, and how it. 
welded trade friendships. At the close of his address. 
a formal motion was unanimously adopted forming: 

the association. 


A Message from T. C. Mirkil 


A message from the headquarters. 
of the National was delivered by 
T. C Mirkil, secretary-commis- 
sioner of the association. Mr. 
Mirkil stated that he would read 
what he had to say, as he had 
been so grossly misquoted and the 
facts he had to give were so im-- 
portant that he could not afford to 
take a chance on having the wrong 
construction placed on them. “To-- 
day’s situation is bad,” said Mr. 
Mirkil. “None of us deny that 
prices are high. Those who are 
making reckless charges of profit- 
eering against business either have 
forgotten or do not care for the fact 
that profits are the price of capital even as wages. 
are the price of labor. Does any one dare suggest a. 
law to limit the amount which a laboring man may 
ask for his services? 

“A larger return than normal on your invested. 
capital—excess profit if you will—stands in the light. 
of a crime in the view of the Department of Justice. 
At the same time, the Treasury Department eagerly 
enforces the laws and collects taxes upon them, 
thus legalizing excess profits. If it is a crime to make 
large profits, how can you justify the Government 
taking thirty to forty per cent of all of the large: 
profits made? Should Uncle Sam be permitted to. 
receive stolen goods?” Mr. Mirkil warned the retail. 
shoe merchants of the disastrous legislation that 
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had been promulgated at Washington and outlined 
the efforts of the National to combat it. He urged 
the shoe merchants to become familiar with the 
subject and then urge their representatives to help 
put an end to it. He told of proposed legislation that 
would bring about the establishing of a price adminis- 
trator in the District of Columbia, and if this experi- 
ment was deemed successful it would be enlarged 
until it affected every retail merchant in the country. 


National Association Has Data to Fight Harmful 
Legislation 

He nailed the Siegel, Jones and Stephens-Ash- 
urst bills as vitally menacing the welfare of every 
man in the trade. He stated that the National had 
and is assembling -data, samples, etc., at its head- 
quarters at Philadelphia with which it hoped to fight 
hurtful legislation at Washington. He then strongly 
commended the organization of the Georgia Shoe 
Retailers’ . Association, thirty-four charter members 
of which joined the National at the close of his 
address. 

The convention then adjourned for lunch, which was 
tendered the visitors by the Macon members. The 
Macon members also were the hosts at an elaborate 
banquet at the Dempsey Hotel, Tuesday evening. 


Constitution and By-Laws Adopted 


Immediately after lunch the Constitution and By- 
Laws Committee reported. The committee drafted 
an unusually strong instrument which provided for 
regular, honorary and sustaining members. It was 
adopted. By unanimous vote a lengthy statement 
showing the retail shoe merchants’ position in regard 
to profiteering was adopted as the official statement 
coming from the association which is to be given 
broadcast circulation through the papers of the State. 
Its complete contents occupy nearly two columns 
in an average newspaper, and it is the intention of 
the retail merchants to have it placed in the local 
papers all over the State. It will do much to clear 
up the hostility of the public toward the merchant. 
The Macon Telegraph, an influential State paper, 
published it in full in its issue of September 24. 

The association accepted the invitation of the 
Augusta delegation to hold the First Annual Con- 
vention there on June 18, 1920. 


W. S. Byck Elected President 


The following officers were elected for the ensuing 
year: President, W. S. Byck; first vice-president, 
Joseph Clisby, Macon; second vice-president, Frank 
Stellins, Augusta; executive secretary-treasurer, C. 
C. Smith, Thomasville; recording secretary, H. A. 
Megahee, Altanta. Three sets of directors were 
elected to hold office for one, two and three years, 
respectively: J. H. Crouch, Griffin; A. C. Nichols, 
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Savannah; Nathan Simons, Macon—one year. Joseph 
Ehrlich, Albany; Turner Jones, Valdosta; Fred S. 
Stewart; Atlanta—two years. H. Land, Columbus; 
J. O. Steele, Atlanta; M. A. O’Conner, Augusta— 
three years. 

Fred Stewart’s name was entered as a candidate 
for president but was withdrawn at his own request. 
He stated that to elect any other than W. C. Byck, 
after his hearty efforts to organize the shoe merchants 
of the State, would be rank ingratitude, even though 
Mr. Byck vigorously protested his election. 

There is strength in the union of the Georgia 
Shoe Retailers’ Association. 





_A Committee on Investigation 


Merchants of Pacific Coast Join in “Getting the 
; Truth” 


San Francisco—The recent statement of Congress, 
to the effect that the shoe industry of the United 
States was in the hands of profiteers, and that the re- 
tailers of the country were deriving more than a 
fair profit from their sales, was answered by the retail 
shoe dealers of San Francisco at a recent meeting held 
by the local association. Dealers from a number of 
California cities attended the meeting. A telegram 
was sent to the President, requesting him to appoint a 
committee to investigate the situation in a thorough 
manner. A special committee, headed by Mr. Block 
of Block & Levy’s, president of the San Francisco 
Retailers’ Association, and consisting of Frank Wer- 
ner, president of the State organization; Max Sommer 
of Sommer & Kaufman, Al Katchinski of the Phila- 
delphia Shoe Company, and Mr. Shaefer of the 
Florsheim-Shaefer Shoe Company, Inc., was ap- 
pointed to take up the matter in a letter to Mayor 
Rolph, asking that full investigation be made of 
conditions in San Francisco. The communication 
read as follows: 

“‘We, having been accused of profiteering, desire to 
refute the charge emphatically and request you to 
appoint a committee of investigation to determine the 
correctness or injustice of the charge. The books of 
any and all members of this association are open to 
inspection of any committee appointed by you. We 
know that such an investigation will prove that we 
are receiving but a fair return on our sales and are 
selling shoes today at replacement costs.” 

Mayor Rolph received the committee from the 
local retail association in a befitting manner and has 
placed the letter in the hands of the Public Welfare 
Committee of the Board of Trade, to be acted upon 
shortly, it is thought. 

The incidents were recorded in local newspapers, 
and the favorable publicity resulting has shown the 
attitude’of the retail dealer to such charges. 























Sept. 27, 1919 


BOOT AND SHOE RECORDER 49 


Highlights of a Big Convention 


Merchandising Ideas from Discussions Before Mountain States Retail 
Shoe Merchants---Denver Next Convention City 


HE merchants of the five States, Colorado, 
‘Wyoming, Utah, New Mexico and Arizona, 
are unanimously of the opinion that any one 
of the several features of the sessions of the Second 
Annual Convention of the Mountain States Shoe 
Retailers’ Association, held at the Albany Hotel, 
Denver, September 16, 17 and 18, was well worth 
the expense in time and money incidental to attend- 
ing. 
**Attitude”’ and Enthusiasm Treated 

The talk made by Rev. James Thomas was an 
inspiration. He drove home to the merchants the 
fact that the greatest asset, or the greatest liability, 
to their business was the attitude of the public toward 
the merchant and his business and the attitude of 
the merchant toward the community in which he 
did business. “The biggest job you merchants have 
is not your business but yourself.” 

An attitude of broadmindedness toward employes, 
competitors and the responsibility left upon a 
merchant in his community are the elements that 
dictate success or failure in business. 

Edward J. Shilling, a local Denver banker, spoke 
on enthusiasm. He defined enthusiasm as faith in 
one’s self and a desire to do the thing that one feels 
should be done. Enthusiasm represents the differ- 
ence between making a life and making a living. 


Mingle enthusiasm with genius, and success is as” 


certain as daylight and sunshine. 


Leather and Labor Conditions 


John A. Bush, president of the Brown Shoe Com- 
pany, St. Louis, talked on general hide and leather 
conditions, labor conditions, and the effect of raw 
material and labor as reflected in the present cost of 
things generally, and shoes in particular. In the 
latter part of his address he gave a boiled-down 
version of Ralph Parlette’s lecture on “It’s up to 
you, or big nutsand little beans.”” The central thought 
of Mr. Bush’s talk was that greater production of 
commodities generally was the real and only solution 
of the price question. Printing more money or mark- 
ing down the price was not the answer to the question. 
Production was the only solution. High prices might 
produce profiteers, but profiteers did not produce 
high prices. In response to a question as to his 
opinion as to future prices he said it was a safe rule 
to figure on that every increase in price begins with 
the raw material and is carried on and upward step 
by step through the various processes of manufac- 


ture and distribution until it reaches the consumer. 
Every decrease starts with the consumer of the 
finished product and works down transversely through 
the various processes to the raw material. Conse- 
quently, whenever the general public ceased to buy, 
then was time for the merchant to ease off in his 
buying; manufacturers would do likewise, and so on 
down to the producer. Then we would all suffer 
alike. ) 


ROUND-TABLE TALKS. BIG FEATURE 
Findings and Repair Department 


“Paying your rent. with findings and repair de- 
partment”? was led by Taylor Thompson, head of 
the Vorhes Store, Colorado Springs. This store 
keeps a separate accounting and profit and loss 
statement for each department in the store. In 
with findings is hosiery. The space occupied by 
hosiery and findings department is less than one- 
tenth of the floor space and less than ore-twentieth 
of the shelf space, and yet these depart ments produce 
practically twenty per cent of the entire business 
in this store. The turnover in this department is 
nearly twice as rapid as in the regular shoe depart- 
ment. The percentage of mark-up averages a little 
more, and consequently the net profit in proportion 
to investment is considerably larger. Mr. Taylor 
said that the number of added shoe sales, on account 
of having hosiery to match, is an item that cannot 
be accurately estimated; but even if there was no 
profit in the hosiery and findings department, the 
extra profit added from shoe sales gained in that 
way would make it worth while to carry hosiery. 

The repair department as conducted in this store 
yields a very substantial profit, brings new customers 
to the store, and provides a means of satisfying a 
great number of customers in adjusting complaints 
on shoes. 

Several other merchants who conduct repair de- 
partments gave their experiences, and in most in- 
stances it was shown that the repair departments 
were proving satisfactory investments to the 
owners. 

When it came to a matter of prices to charge for 
various repair jobs, quite a wide variation was found. 
A fair average seemed to be men’s half soles sewed, 
$1.75. Men’s whole re-bottoms, $3.25. Repairing 
leather heels, 50c. Rubber heels, 60c. to 75c. 

Women’s half soles, sewed, $1.50. Hand-turned 
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soles, $2.50. Repairing leather heels, 35c. Rubber 
heels, 60c. to 75c. 


Plans of Paying Salespeople 


Plans of paying salespeople was led by F. F. Wulff, 
Colorado Springs. Mr. Wulff pays his salespeople 
flat weekly salaries and allows them P. M.’s on short 
lots and slow-selling merchandise. The weekly wage 
is really determined by the amount of the sales 
produced by the individual, but it is not figured on 
a strictly percentage basis week by week. 

Various plans of paying help other than a flat 
salary basis were discussed by the convention and 
each merchant who had adopted a division of profits, 
or salaries based on production, testified that that 
plan of paying help had instilled pep and go into 
his salesforce and made a more efficient working 
organization. The great stumbling block usually 
encountered in a retail store working on other than 
a salary basis is to satisfy the nonproductive help, 
such as bookkeepers, cashiers, stockroom men, etc. 
The Fontius Shoe Company has worked out a plan 
which is operating very satisfactorily to this class 
of help. 

Each sales person is given a quota which he must 
sell before he earns any commission. His salary is 
based on his quota. On all goods sold in excess of the 


quota he receives a commission of four per cent. —- 


At the end of the month a calculation is made show- 
ing the excess of pay earned by the salesforce over 
and above their salaries. Whatever this excess 
amounts to in percentage in proportion to gross 
sales, the same proportion of percentage is added to 
the pay of the nonproductive help. This makes 
an incentive for the cashier, the stock boy, the girls 
at the wrapping counter and all other nonproductive 
help to work in co-operation with the salesforce in 
order to win a larger percentage of bonus money. 


Size Schedules Discussed 


Herbert Hirschman of Salt Lake discussed size 
schedules. Mr. Hirschman goes on the theory that 
perfect fit and satisfactory service will win and hold 
business where price would cut no figure. The average 
woman is more interested in the appearance and 
in the comfort of her feet than she is in securing the 
most days’ wear for a given outlay of cash. He 
buys quadruple A’s from 5% to 9’s and triple A’s 
from 5’s to 10’s. As he widens out the width he buys 
down lower in numbers. While his size schedule 
formerly centered on 5C it now centers on 6A. 
He misses fewer sales and has less dead stock and end 
sizes than when the wide, short schedule was in vogue. 
Before oon his season’s buying he gets a com- 
posite size schedule of all shoes in stock as a guide 
to his future buying. He buys misses’ shoes from triple 
A’s and children’s from double A up. 
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As the principle of merchandising Mr. Hirschman 
goes on the theory of training up a foot in the way 
it should grow and when it is old it will not depart 
therefrom. 

Consequently he is exceedingly particular about 
the manner in which children are fitted when they 
come into the store, and although the margin of 
mark-up is smaller in his misses’ and children’s de- 
partment than in the women’s department some of 
his highest-priced salesmen are centered in that 
department. 


Market Buying vs. Store Buying 


Tom Brown, Brown Shoe Company, Pueblo, dis- 
cussed “Advance buying; market buying vs. store 
buying.” Mr. Brown’s idea is that advance buying 
can only be intelligently done by knowing past rec- 
ords of sales and knowing also the condition of stock 
on hand. During the past few seasons it has been 
safe to buy quantities of anything that even bordered 
on staple shoes because of the advancing market 
and because of the limited output of the average 
factory. 

While Mr. Brown visits the principal shoe 
market with more or less regularity, he finds 
that size schedules are more satisfactorily worked out 
in the store and in connection with the merchandise 
than on the shelves. 


The Hide and Leather Situation 


“The hide and leather situation as it applies to 
present shoe prices”’ was touched upon very lightly 
by E. C. Logan, Western editor of “Boot and Shoe 
Recorder.” Most of the time taken up by the speaker 
was devoted to present shoe conditions and legis- 
lation which is now pending in Washington. 


A Unique and Laughable Feature 


A unique feature of the banquet on Wednesday 
night was an invasion of the convention by two women 
supposed to represent the Fair Price League, who 
produced shoes from various merchants who are 
members of the association telling the retail price 
and the enormous profits the merchants had made, 
and it was several minutes before it dawned upor 
the merchants that the whole thing was a frame-up 
and part of the program of entertainment. 


Woman Shoe Merchant with Business of $79,000 
Last Year i 


Miss Theresa M. Ryan of Salida, Colorado, was 
the only woman member of the Mountain States 
Association attending the copvention. Miss Ryan 


did a business last year of $79,000, with an overhead 


of 1314 per cent—net profit, $18,000. Miss Ryan 
was surely “some man.” 
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Shoe Merchants of Mountain States in Convention Assembled at Albany Hotel, Denver, September 16, 17.and 18 


Resolutions by Mountain States Shoe Merchants 


Passed Unanimously in Convention at Denver, Colorado, on Death of 


A. F. Sloane 


fellowship of the late A. F. Sloane, field secretary 
of the National Shoe Retailers’ Association, and 
the potent influence exerted by him toward the 
betterment of the retail shoe merchandising through- 
out the country generally, and in the territory covered 
by the Mountain States Association particularly, be 
it 
RESOLVED, That we, the Mountain States Shoe 
Retailers’ Association, in convention assembled ex- 
tend to the family of our beloved co-worker our most 
sincere and heartfelt sympathy, and be it further 
RESOLVED, That a copy of these resolutions be 
sent to Mrs. A. F. Sloane, Oxford, Ohio. 


iz recognition of the worth, ability and good- 


Closer Margin of Profit 


BE IT RESOLVED, That it is the sense of this 
association that we strongly endorse the plan of mer- 
chandising suggested by the following recommenda- 
tion of the National Shoe Retailers, Association: 

“The terrific and unheard-of advances in 
leather, labor and everything pertaining to 
cost of shoes, have forced prices so high as 
to cause us gravest apprehension. We feel 
that we should do everythirg in our power to 
encourage lower prices and we ask all shoe 
retailers, during the present crisis and until 
there is a readjustment of values, to market 
shoes at the narrowest possible margin of 
profit consistent with safe and sound mer- 
chandising, and also to bear in mind that a 
large portion of our stocks have been pur- 
chased at lower prices than those prevailing 
today and that we should give the public the 
full benefit and advantage accruing there- 
from.” 


Repeal of Luxury Tax 


Since the Luxury Tax Law was drafted shoe prices 
have advanced so materially that grades of shoes that 
were not then included in the provision of said act are 
now subject to the luxury tax, thereby working a 
hardship and a burden on a class of consumers to 
whom it was not intended to apply. Therefore, be it 


RESOLVED, That we, the Mountain States Shoe 
Retailers’ Association in convention assembled urge 
the Congress of the United States the immediate re- 
peal of said act. Be it further 


RESOLVED, That we request the members of this 
organization to write to the senators and representa- 
tives in Congress from their respective districts urging 
them to use all honorable means in their power in the 
repeal of the same. 


No **Cost Price’’ on Sale 


WHEREAS, certain bills known as the “Jones 
Bill’ and the “Siegel Bill’’ have been introduced into 
the national Congress, providing that the manu- 
facturers of any article produced after the passage 
of this act and intended to be put in interstate com- 
merce shall plainly mark upon or attach to such article 
the cost thereof, and that every retailer shall mark on 
the article the cost of same to him, and 

WHEREAS, such legislation would not work for 
the good of the general public since it would not tend 
to produce any more leather or shoes, but would work 
a hardship on the retail industry, the manufacturers 
and wholesalers, therefore be it 

RESOLVED, by the Mountain States Shoe Re- 
tailers’ Association in convention assembled at 
Denver, Colorado, this 18th day of September, 1919, 
that we declare ourselves unalterably opposed to 
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such legislation as being unjust, unfair and without 
cause. 
No ‘*Re-sale Price’’ to Be Fixed 

WHEREAS, Certain bills have been introduced 
in the National Congress, known as the “Stephens 
Bill” and “‘Ashurst Bill,” which give the manufacturers 
the right to fix the retail selling price; and such 
legislation, if passed, will work serious injustice and 
hardship to the retail merchants of the country, 
therefore be it 

RESOLVED, That we, the Mountain States Shoe 
Retailers’ Association in convention assembled in the 
City of Denver, September 18, 1919, protest against 
the enactment of such legislation, and be it further 

RESOLVED, That w@ urge upon our members to 
write a personal letter to each representative in the 
National Congress from their district, urging them to 
use their influence in defeating said bills. 


Advocating *‘Firm Membership” 


Recognizing the untiring efforts of the officers and 
directors of the National Shoe Retailers’ Association 


Sept. 27,' 1919 


in behalf of the retail shoe merchants throughout the 
United States in solving the momentous problems 
that have confronted our industry on account of the 
war and other unprecedented conditions, and in 
furthering legislation of a just and equitable character, 
now be it 
RESOLVED, That this association in convention 
assembled extend a vote of thanks, appreciation and 
commendation to the officers and directors of the 
National Shoe Retailers’ Association and particularly 
to our fellow member, Mr. Robert H. Johnston, for 
the efficient manner in which these matters have been 
handled by the National Shoe Retailers’ Association; 
and in order that this splendid and necessary work 
may be continued we recommend that all our mem- 
bers become firm members of the National Association. 
Respectfully submitted, 
FRANK F. WULFF, 
HARRY A. DRACHMAN, 


E. C. LOGAN, 


Accepted at Committee. 


Denver, Sept. 18. 


Expenses of Retailing Shoes 


By ELMORE PETERSEN 
Of the University of Colorado, Before the Second Annual Convention of Mountain States Shoe Retailers’ Association 


understanding of the expenses of retailing, 

not only on the part of merchants themselves, 
but also on the part of the general public. So many 
people do not seem to understand that it costs some- 
thing to distribute goods; that there is a margin be- 
tween the cost of merchandise to the merchant and 
the selling price to the consumer that must be ac- 
counted for. But of these facts, the most important is, 
what ought that margin to be, and how may it be 
determined? 

“The retail merchant has two distinct kinds of 
direct outlay: the cost of goods and the cost of con- 
ducting business. The cost of goods includes the 
purchase of invoice price plus all expenses of incoming 
transportation charges, such as freight and drayage, 
express and parcel post. All of these constitute the 
merchant’s purchase price, because only after the 
goods reach the store can the actual expenses of selling 


begin. 


T HERE seems to be a lack of an intelligent 


Nine Classifications of Expenses 


“The costs of conducting business may be computed 
under nine heads: Buying expense, selling expense, 
delivery expense, management, office, fixed charges, 
upkeep and depreciation, incidentals, and interest on 
net worth. It is possible to reduce these nine heads 
’ to six by combining office, management and buying 


into one group, and including delivery expense with 
incidentals, but it is not practical to have fewer than 
six classifications of these expenses. 

“When the actual money spent for any one or all 
of these items has been determined, the percentage 
should be figured upon sales, not costs. If it costs 30 
per cent to do business, that should mean 30 per cent 


' of sales. 


Business Cost on Shoe Sales 23 Per Cent 


“There is often a question as to what that per cent 
should be. As far as it has been possible to determine, 
the cost of doing business in the stores of Colorado 
approximate the following normal percentages, with 
some ranging both above and below: Groceries, 18 
per cent of sales; hardware, 18; implements, 20; 
shoes, 23; dry goods, 30, and jewelry 36 per cent of 
sales. 

“These percentages, based on sales, will cover the 
expenses of retailing in efficient establishments, leav- 
ing a small margin of 2 to 3 per cent net profit per 
turnover. 


Turnover of Merchandise Important 


“Turnover of merchandise is the all-important con- 
sideration for the retail merchant because by increas- 
ing the turnover the margin of net profit may remain 
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the same and the aggregate amount of profit for the 
year’s business be increased. Turnover means the 
cost of goods sold divided by the average investment 
in stock at cost prices. 

“No merchant can hope to succeed in business until 
he knows at the close of each day’s business whether 
that day has made him a profit or not., This informa- 
tion can only be secured by adequate records and their 
intelligent interpretation. 


Advertising True Motive Power 


“Advertising is the true motive power of every 
store. It is said of nations, ‘Where there is no vision 
the people perish.’ Paraphrased, it may apply to 
business: ‘Where there is no advertising the business 
will perish.’ 

‘Advertising means to give notice, to make known, 
and the big job advertising has to do is to prepare the 
way for the sale by 
bringing people to the 
store, by keeping their 
trade, and by securing 
new customers. 

“To be effective, 
every bit of advertis- 
ing must be tested by 
the following specifica- 
tions: 1. It must have 
real life. 2. There 
must be a reason for 
it. 3. It must convey 
a definite idea. List- 
ing goods and printing 
commonplace _ stories 
about ordinary mer- 
chandise is worse than 


no advertising at all. From Left to Right—Harry A. Drachman, Third Vice-President, 
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“The next best medium is the local newspaper, and 
when a merchant thinks it does him no good as a 
means of publicity, the trouble is usually with the 
merchant, not the paper, so use it wisely. To use a 
newspaper wisely in advertising, the advertiser should 
know first of all the size and character of the circula- 
tion of the paper in order that he may write his copy 
intelligently. 


. The Shoe Merchant Should Write Ad Copy 


“Tt is absolutely essential that the ad be written by 
the store doing the advertising and not by the pub- 
lisher because the publisher can’t possibly know the 
goods of the store, nor is he supposed to know it. His 
business is to sell space and it’s up to the merchant to 
write the copy. 

‘‘Whatisgood copy? Copy, before being submitted 


to the compositor, may be tested by the following: 
“1. It must be 


simple, easy to read, 


correct. 

“2. It must have 
news value. 

“3. It must aim to 
sell. 


Effective Ads Carry 
Real Information 


“‘Ads to be effective 
must carry real in- 
formation and _ not 
generalities and mean- 
ingless nothings as 
‘unequaled values,’ ‘we 
save you 15 per cent,’ 
or ‘boys’ pants, one- 
half off.’ In _ order 


Most retail advertise- Tucson, Ariz.; Harry E. Fontius, President, Denver; Frank F. that they may be 


ments give about as 
much information as 
an inventory and are just as interesting to read. 

“The three common and best advertising mediums 
for the retailer are: 1. The store windows. 2. The 
local newspaper. 3. The store arrangement and 
appearance; and their importance follows in the order 
named. 


Best Advertising Medium Is Store Window 


“The best medium is the store window, which, like 
any other ad, must tell 2 story and get it across. 
Windows are positive and negative; like the poles of a 
magnet, they either attract or repel. When varieties 
of merchandise, show bills, dead files and dust are 
allowed to congregate in a window together, that 
window will not bring customers into the store. On 
the contrary, it will send them away to the live mer- 
chant’s store where the windows invite and attract. 


Wulff, First Vice-President, Colorado Springs, Colo. 


easily read plenty of 
white space should be 
used. A _ half-page ad filled with 8-point matter is 
worthless for advertising purposes, because it will 
not be read. 

“Say nothing but the truth. Advertising that does 
not establish confidence is worse than useless because 
untruthfulness never begets confidence and dishonesty 
destroys trade. 

“Copy should have news value and ads should be 
changed often. Spasmodic advertising is of little 
value and only persistent publicity is profitable for 
the retail store. Yesterday’s ad is of no value for 
today’s business, for yesterday’s paper is the hardest 
article to find in the household. 


The Satisfied Customer Does Not Increase Trade 


“Advertising appealsintwo directions: Getting new 
customers and keeping those we have. One reaches 
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out, the other conserves; and here’s where the satis- 
fied customer comes in. The satisfied customer is the 
store’s best ad for holding trade but not for increasing 
trade. No merchant can hope to grow in his business 


Shoe Styles 
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if he depends upon his customers to do his advertising 
for him. It should be the purpose and policy of every 
business man in whatever line to understand these 
principles and then apply them to his organization.” 


for Spring 


By J. ROY FLEMMING 
Secretary of the Mountain States Shoe Retailers’ Association 


HIS is certainly a very important subject 
just now; considering the prices we are 
paying for shoes, it is very necessary that 
we pick the right styles. It means a big loss to a 


merchant to pick one wrong number this season. One _ 


big advantage to the shoe men, in my opinion, is that 
the styles for Spring are very decided; that is, we 
have a pretty general idea as to leathers, colors and 
vamps. To begin with, the line is rather carefully 
drawn between welts and turns. Most of the turns 
carry Louis heels in 21% inch height and the so- 
termed “Baby Louis” heel in the lower height. Most 
of the welts are being bought with leather heels. 
This is quite a saving, and considering that the fac- 
tories are making leather heels that look practically 
the same as a wood heel, I believe it is advisable to use 
leather heels on most of our styles on welt when 
practicable. 


A Prediction on Colors and Lasts 


As to colors, as usual, black and tan, in calfskins, 
tans being subdivided into wine and nut browr; a 
little greater demand I think for the lighter shades, 
but a very small percentage. The turns, while they 
consist of a fair amount of black and colored calfskins, 
I believe will be more heavily sold in dull and glazed 
black, colored kids being light as to proportion on 
grays, medium heavy on field mouse, and quite heavy 
on dark brown. Dark brown in my opinion will be 
the leader for Spring. As usual there is a tendency 
toward the long fore-part effects in lasts, and the 
resolution adopted by the National Retailers’ Associa- 
tion will have a tendency to keep the present fore-part 
effect where it is. The welt last in oxfords continues 
tocarry 1% and 1% heel, and the Louis effect in both 
welts and turns, 17% and 214. 


Patterns—Tendency Toward Short Tongues 


As to patterns, in addition to oxfords there will be 
a fairly liberal sprinkling of pumps with the low Cuban 
heel and the baby Louis. I think the small tongue 
effect will be good. There seems to be quite a number 
of styles shown in the medium grade and some 
in the higher grades, with the one-eyelet effect with 
rather a long tongue. We will have to admit that 
this has always been a very popular selling pattern. 


It is becoming to the foot and easily sold. However, 
I think the general tendency is toward the short 
tongue effect and seamless pump. 


Low Shoes 80 Per Cent Year Round 


There are very few boots being sold for Spring, 
and I believe that there will develop a general effort 
(Continued on page 57) 





TURNOVER 


Some Facts of Interest 
From Catalog, McElwain, Hutchinson & Winch 


Did you ever think of shoes as representing 
so many dollar bills lying on your shelves? 
Picture this thought in your mind. As long as 
they repose on your shelves they do not work 
for you. In fact, converted into shoes, they 
cost you money and depreciate in value the 
longer they stay there. It would be better to 
have real dollar bills tucked away in your 
stocking; you would then receive no interest, 
but they would not cost you money. 

KEEP YOUR STOCK MOVING! 
CLEAN OUT SLOW SELLERS! 
CONCENTRATE ON QUICK SELLERS! 
Stock TURNOVER is the secret of success in 
conducting a store. 

' FREQUENT STOCK TURNOVER 


means: 


More PROFIT without increase in capital. 
More liquid CAPITAL to take advantage 
of special buying opportunities. 

LESS STOCK on which to pay insurance. 
LESS DEPRECIATION as the result 
of changing styles. 
You can SELL MORE goods at a closer 
margin of profit and STILL MAKE 
MORE MONEY. Thirty per cent five 
times is more than 40 per cent three times. 
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A New Shoe Store 


Turner Jones Shoe Company, Valdosta, Ga., Has New Home 






HE first day of August, 

Turner Jones Shoe Com- 

pany of Valdosta, Ga., 
moved into the new store built 
for its- exclusive -use... The front 
is '20 feet wide; the depth is 90 
feet. The windows are about 
4x10 feet, with a slight curve in 
the rear of each window. In the 
center there is a small window 
with a mirror set on each side, 
which makes the store front most 
attractive. 

The store has two stories. In 
the rear the ceiling is lowered for 
a distance of about 25 feet, which 
forms an attractive office. To the 
right of the office, there is a rest 
room for women. There is an 
entrance from the office into the 
stock room, where all of the 
surplus stock of the store is 
carried. 























ia An Attractive Store Front in Dixie 
A Children’s Department _ 
In the rear, under the office, is the children’s shown. This will be fitted up with furniture for the 
department, which is not visible from the photographs little folks, to match the other furniture as to color. 


















Big Call for Boots 


“T predict the greatest shortage 
of boots for the Fall and Winter 
season that we have ever experi- 
enced,” said a Lynn manufacturer 
of women’s shoes, who has a sales 
office in the city. 

“A great many advance orders 
which we have had on low shoes for 
the Fall, Winter and Spring have 
been canceled with request to ‘put 
the stock into high shoes as our 
trade is finding a big call for boots.’ 

“T think,” continued the manu- 
facturer, “that high shoes are going 
to predominate over low shoes and 
spats as a dress combination. The 
slight price difference between the 
higher-priced shoes and the lower- 
priced combination of low shoes and 
spats will not amount to enough to 
bother the womar of fastidious | 


Men’s and Women’s Departments, Turner Jones Shoe Company, Valdosta, Ga. taste.” 
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SECOND WIND 
FACTORY CATCHING UP MAKES 
ROOM FOR STOCK SHOES 


: SPEEDWAY 

DIAMOND | , 
~ We've got them now. 
P O | N T E R S Here is one of our lively 
sellers. Good Dark Koko 
Calf, in a narrow recede 
last. Size-in your stock 


CAN YOU BEAT THIS? with 
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oe ? No. 433 
ew Egypt, IN. J. 
Sept. 15, 1919. $9.00 


Diamond Shoe Co. ‘ PRICED 
Gentlemen: \ RIGHT 
The shoes came to hand Saturday, and » ; 
opened up FINE. Please let us have 
the balance at the very earliest possible 
date. We're suffering for them. 


Very respectfully, 
W. T. Nash & Son. 
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Popular stock numbers 


coming in first 
34 See 538 i ie? Calf ha 
eedway Last 

> a ee Widths: A,B,C. 
ee Sizes: 534 to 10 
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Did one of our men reach 


you yet? 


TE 


You shouldn’t miss seeing 

Production is shooting up better than expected. Enough headway has been made 
the new lasts and leathers. with fall orders to permit spending some time on stock goods. We'll gladly quote 
prices and delivery dates on other styles. How about getting in line early? We 
should be able to supply most everything you need in the kind of shoes that will move 
off the shelves in double-quick time. If you didn’t know wejhave this kind of stock 


| service, why lose out any longer? 
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Educational Advertising 


Progressive Text Used by William Pidgeon, Jr., 
President of Rochester Retail Shoe Dealers’ 


Association 


“The Shoe, from First to Last,’’ was the heading 
of the first of series of educational advertisements to be 
run in the newspapers by William Pidgeon, Jr., 
president of the Rochester Retail Shoe Dealers’ 
Association. 


From First to “Last” 


THE following ‘little’ talk should prove of absorbirig 
interest. . It should: clear many minds (and we 
hope help to cure many foot ills)— 

_ A man walking i in the forest had his bare feet 
pierced with' thorns. For relief he bound them with 
‘the still warm. hide of ‘the animal his arrow had just 
slain. So originated the modern’ shoe. That hide 
being soft and pliable was easily. moulded to the exact 
shape needed by his foot. It allowed all the. muscles 
full play and action—so the moccasin was evolved. 


The Introduction of the. Last 


Later, men made wooden blocks-called lasts, and shaped 
the skins over these, with a heavier piece for the sole. If 
this block of wood (known | zs a last) was the shape of his 
foot, the shoe fitted him. If not, he soon developed corns, 
bunions and arch trouble. 


How Custonf Shoes Came 


For years ‘custom shoes—shoes made - to order—were 
looked upon as a safeguard for the feet, but when the fac- 
tory and oe —— ~ Rage shoes became popular, 
much of the fine. art of s making and ee fitting was 


temporarily “lost, “penditing: in ‘general foot trouble. 


The March of Shoe Machinery 


_*_ Nowadays, thousands:of dollars are spent annually to 
design shoes on lasts that are scientifically correct. Modern 
factories and up-to-date shoe stores are responsible for this. 
The shoe-sefvice of the up-to-date eng od is oe the 
correct lasts, patterns and kind of leather that will combine 
to suit the kind of foot that needs just that particular shape 
—measure or material. This is the higher ground and larger 
field of the modern shoe retailer. 


PIDGEON 
Applies Modern Shoe Data Daily 


Into this larger realm we have come, with years of 
knowledge.of réal practical shoe making ‘and an accurate 
understanding of the human foot. In selling you a shoe we 
hot only sell you—some leather but Correct Fit, as well as 
giving you the benefit of right judgment and years of study 
of foot problems. 

We know how to being: your foot to the meeting ag 
of the right last and size, and let us say with emphasis, 
is.a mighty glad meeting. when these two are joined Cepetbon 
Pidgeon has the key to the combination, 


_Comfort—Correct Style—Economy 
Does this service appeal to you?. _ 
Are you interested in this individual attention? 


If so, come in first time you decide to get new 
shoes. 








77 State Street Corner chureh’ ~ Street . 
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The various stages of shoe building, from the 
moccasin, first worn by man, to the modern shoe, will 
be “played up” in the series. In the opening ad- 
vertisement shoe service is emphasized as follows: 
“Nowadays, thousands of dollars are spent annually 
to design shoes on lasts that are scientifically correct. 
Modern factories and up-to-date shoe stores are 
responsible for this. 

“The shoe service of the up-to-dateretaileris finding 
the correct lasts, patterns and kind of leather that 
will combine to suit the kind of foot that needs 
just that particular shape—measure and material. 
This is the higher ground and larger field of the 
modern shoe retailer.” 

No prices are mentioned and no cuts of shoes are 
to be used in this series. 





SHOE STYLES FOR SPRING 
(Concluded from page 54) 
on the part of all of the merchants toward ‘80 per 
cent low shoes the year around,” or at least an effort 
to keep low shoes before the public for six months of 
the year. This will be very important from a manu- 
facturer’s standpoint and always has the tendency 
to keep down the high cost of footwear. 


Keep Colored Leathers Before Public 


I think we should make a special effort to keep 
colored leathers: before the public; that is, I believe 
every buyer should have at least one or two styles of 
pumps in his stock for next Spring in the lighter 
shades. While I do not think they will be as active as 
they were during the Spring of 1918, I am sure there 
will be some little demand for the lighter leathers. 
Talk of Short Vamps Should Not Be Tolerated 

It would certainly be a very serious mistake for the 
retailers to allow a change in the styles—that is, the 
general styles of footwear—just now. We are not in 
a position to do this. It would be a big loss to most 
of us; that is, this talk of short vamps should not be 
tolerated. We cannot afford to have the short vamp 
effect come into promingnce just now. It will come, 
but it should be when our business is more settled. 


A Speed Truck 


A new type of truck, for store deliveries, has ap- 
peared. It has a regular passenger-car engine, of 35 
horse power, and a special body, built to carry three- 
quarters of a ton of merchandise. Its maximum load 
is one and one-quarter tons. Records for this truck 
show that it will travel from 12 to 17 miles on one 
gallon of gasoline, and from 5,000 to 15,000 miles on a 
set of tires, the mileage depending, of course, on the 
driver, the roads, and other circumstances. The truck 
will travel as fast as a passenger automobile. It is 
useful, as well as economical, for making quick deliv- 
eries of goods. tinigi) 
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The Onginal 
Full Grain Black 
Glazed Horse 








Strong as Horse 
Soft as Kid 





Pleases the wearer 


: Profits the Retailer 
; Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 


B. D. Eisendrath Tanning Co. 


Tannery 
Chicago RACINE Boston : 
130 N. Wells St. WISCONSIN 195South St. f 
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A WONDERFUL BUY 


Extra Heavy Outsoles—White Chrome Trimmings—Six Iron Innersoles 
High Grade Upper Stock 


THIS MODEL 906 


Model 916 
With 1% Wing Foot Rubber Heel 








IN STOCK 


A, B, C, D WIDTHS 


SHOE illustrated is extremely popular with the trade, and their trade, 


| throughout the country. Repeat orders are frequent and large. It is an 
extra quality shoe every way. Sales and profits will follow its addition 


to your stock. 


J. W. CARTER CHICAGO CO. 


f 
CHICAGO, ILL. 
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How long does it take to 
sell your average customer? 


Read how you can successfully close your 
sale and make a more satisfied customer 
in a shorter period of time. 


It does take time to sell shoes—particularly women’s shoes. And since there are 


only so many minutes in your busiest days under your present system, you con- 
tinually face the problem of increasing your sales-force which means an increase of 
selling expense or of cutting down the time on each individual sale. When you 
hurry a customer you are sacrificing satisfactory service and no dealer can afford 


to do that. 


The merchant who buys women’s shoes, for instance, from four or five different 
sources, complicates his problem of fast selling. He is sure to have certain styles 
in his stock that overlap in their appeal to customers, styles that vary in details 
just enough to make it hard for a woman to choose. 


For example, this is the way it invariably works out. A customer asked for a shoe 
of a certain type. The salesman, from her description, picks the model he thinks 
will suit her, but he has it only in Black, let us say. It does suit her very well as 
to style, but she wants tan. Now here is where you are making it hard for yourself. 
The chances are that his Tan Shoe “something like the Black one” is almost the 
same, just enough different, however, to make it hard for her to decide. 


Already sold on the style of the Black shoe, she finds she must take a style she does 
not like quite so well, that is, if she is to decide upon the Tan, and she hesitates. 
The salesman is desirous of closing the sale and from appearances the sale had about 
been made, but as the style of the Black and Tan shoe varied, she is in a dilemma 
which style she likes the best, and regardless which shoe she finally decides upon, 


she is not, however, perfectly satisfied. 
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Buying from one line in each grade of women’s shoes eliminates the chance of 
tying up capital in unnecessarily duplicated styles which make dozens of hard sales 
like this each week. Buying by sight and not by memory is the only sure way to 
make every dollar count. 


Scores of dealers are finding today that concentration on the RED CROSS shoe in 
the women’s department makes fast sales for these reasons too. 


It is the most widely advertised, the best known women’s shoe there is with quality 
standard established and with its distinctive comfort and style combimation, 
provable at the very first try-on and step. It is the fastest selling shoe in America 


today. 


If you would know the experiences that formed the basis of these statements—if 
you are interested in the successes of other men who are cutting the cost of doing 
business by increasing sales without increasing selling expense and making better 
pleased and satisfied customers, write us. A salesman will be pleased to come and 
lay the facts before you, to show you, too, the new styles of the RED CROSS 
Shoe. This will obligate you not one bit. Drop us a card today. 


The Krohn-Fechheimer Company 
733 Dandridge Street Cincinnati, Ohio 
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HAVEN OXFORD 


Your Shoes! 


I 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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FROM OUR “OUT O’ DOOR’ LINE 





WHITE BUCK OXFORD 


PATENT WING TIP, 











FOX AND STAY 


VAUGHAN’S IVORY SOLES 
EIGHT EIGHTHS IVORY ENGLISH HEEL 


DONN D. SARGENT Co 


SALEM, MASSACHUSETTS 


195 ESSEX STREET 


BOSTON OFFICE 


407 BRIDGE STREET 


FACTORY 
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The Retailer Knows 


and appreciates a beau- 
tiful snug fitting heel 
that stands up and 
eliminates complaint. 


Wood Hee 


Fasteners 


overcome many of the 
old difficulties and 
faults of loose, shaky, 
gaping wood heels. 














Investigate and specify in some of your lines 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
. Johnson City,"N. Y........ i New York 
Brockton, Mass Lynn, M 306 Broad Philadelphia 221 North 13th 


Chicago............18 South Market . ‘ 
Cincinnati 708 Broadway i 258 Rochester, N. Y........... 130 Mill 


Haverhill, Mass 145 Essex St. Louis 1423 Olive 
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Safeguard Your Interest 
by Using 


Rueping’s Quality Upper Leathers 


Made from 


Calf, Kip and Sides 
in Smooth and Boarded Finishes 
in Black and Colors 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


— BRANCHES — 


Boston Cincinnati Milwaukee San Francisco 
New York Chicago St. Louis Montreal 
Northampton, Eng. 
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GALLUN QUALITY 


AZTEC CALF 


Aztec Calf is recognized the world over as the standard of excellence for Spring and 
Summer shoes, for men, women and children. Pliable and strong, this leather is 
pleasing to the eye and comfortable on the feet. Aztec Calf will be offered in the 
coming season’s fashionable shades. 




















MANDARIN SIDES 


A chrome tanned side leather made in glazed and boarded 
finish and offered in two colors. Mandarin Sides are strik- 
ingly attractive and of the highest integrity. ‘They are 
designed to meet the call for fine shoes that can be sold at: 
prices demanded by the great majority. 














NORWEGIAN VEALS 


One of Gallun’s specialty leathers—a heavy, rugged, high-grade leather that is the 
first choice of high-grade manufacturers for the popular brogue shoe. Norwegian 
Veals are suitable for both men’s and women’s shoes and are produced in two colors 


and black. 














VIKING CALF 


’ A strong grained mellow calfskin that is moisture-repellent. 
\ This leather does not peal or chip and is especially adapted 
: for a high-grade shoe. Viking Calf is favorably known and 
universally used by discriminating shoe manufacturers. 
It takes a brilliant polish and is offered for the coming 
season in five colors and black. 


| | A. Fr. GALLUN & SONS CO. 


| A. F. GALLUN & SONS, Inc. 
d H. A. ELY, Manager, 11 EAST STREET, BOSTON, MASS. 
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Harmonizing Store Displays 
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SPATS 


a 





Advertised extensively in magazines 

- and newspapers and by thousands 
of enthusiastic wearers, the ‘Stand- 
ard” predominates wherever spats 
are sold. 


Because they are modeled along 
graceful lines that cling to the ankle 
with “tailored-to-order” snugness 
the “Trimline”’ Spat and the “Boot- 
Top”, two leading styles of “‘Stand- 
ard” Spats, are the preference of 
both dealer and wearer. 


Made in the exclusive “Rautex” 
fabrics—cloth, linen, silk and satin. 


White and all fashionable shades. 
NATIONALLY ADVERTISED ‘< 


S. RAUH & COMPANY 


310 SIXTH AVENUE NEW YORK 


The largest and foremost manu- 
facturers of Spats in the World. 
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Harmonizing Shoe Displays 


Window Fixtures and Interior Fixtures Sure Indexes of the Character 
of Merchandising 


nen Ta 


By WM. GRAGE, Decorators Supply Co., Chicago 


FEW years ago the manager of a large shoe The store manager took the department head to 
A store in the Middle West gave the manager of the front of the store and showed him where he might 
one of the departments a severe calling down crowd certain other shoes over to make room for the 
because three new shoes had been in the store for a newcomers. 
week and had found no place in the show window. Since that day there has come a_ change 
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The department head replied that he had endeav- both welcome and pleasant in window trimming. 
ored to place those particular shoes in the window, but The good window trimmer today is not crowding 
he could find no place to put them. shoes into a window, sitting them on the bottom, 
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“SOLD AS SOON AS SHOWN” 


Customers that come back — the most convincing proof 
of satisfaction. As the merits of the Cordo-Hyde lace become 
generally known it will replace the ordinary lace. 


Is it not true that your customers prefer a shoe lace that 
outwears by months ordinary laces, stays tied and never looks 
shabby, and is it not advantageous for you to acquaint them 
of this lace that serves so faithfully and pays you a worth- 
while profit? 





Made in flat and round—all colors and lengths. 





In addition to our regular packing we have the Special 
Display Box—it has proven a salesmaker. 





Also permits you to find out just how much this lace is 
appreciated before buying in quantities. 


The Display Box holds one gross of laces, has four 
compartments so that you can have the four popular 
colors—Black, Tan, Mahogany and Cocoa. 


We pack the assortment to suit you and bill at regular 
gross price—no extra charge for the special packing. 


We suggest that your order includes both flat and round 
laces. 
PRICE LIST 

Lengths 27” 30” 38” 40” 

0216 Round...........4.05 4.50 5.70 6.00 

PS eeR vawsdaseaend 4.59 5.10 6.46 6.80 


Samples and complete price list if you prefer. 
Prices subject to change without notice. 


Worth while things have imitators, but 
remember it is impossible to make a lace 
equal to Cordo-Hyde without Cordo- 
Hyde material. 


Lace Division 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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hanging them on ribbons from the ceiling and placing 
them on metal fixtures in rows like so many pigeons 
going to roost. 

Instead of that he is placing few shoes, well selected 
and well formed in such a way that each particular 
shoe stands out as an individual unit instead of a part 
of a conglomerate mass which takes away the individ- 
uality of the production. 

Never has there been a time in the history of the 
shoe business when footwear was as beautiful, well 
made and attractive as it is at the present time. 

Never was there a time when show windows could 
be made to have the pulling power as at the present 
time. 

That pulling power must be made by a combination 
of beautiful shoes and properly selected display fix- 
tures and materials. The small illustrations here 
shown depict modern shoe display stands of the better 
grade. In the larger oval illustration the various units 
are shown assembled as a whole with shoes displayed. 

What is your own estimate of yourself and what 
estimate do you desire that other people should put 
upon you? 


character and nature that will add to the attractive- 
ness and general appearance of the window. 

The modern idea of store decoration is to adopt a 
certain definite color scheme and design, and then 
carry that same color scheme and design throughout 
the store. ; 

Whatever may be the design selected for the furni- 
ture, chairs, fitting stools, display cases, etc., and 
whatever may be the color or combination of colors 
selected for the wall decorations, ceilings, carpets and 
furniture, the same idea of design and color scheme 
can be carried out to the smallest detail in the window 
settings and fixtures. 

So important are the functions performed by proper 
window and interior display settings that they should 
not be considered as expense, but as an investment. 

A big plain, barn-like store with no sense of comfort, 
home-likeness or harmony lends an attitude of mind 
to a customer that naturally makes him irritable, 
cross and hard to do business with. 

On the other hand, a store that is fitted up with 
beautiful, attractive windows in which the colors of 
the fixtures, draperies and shoes on display all blend 
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Somebody has said that character is what we really- 


are; whilereputation is what other people think we are. 

There is no truer or better index of the character 
of a man than the clothes he wears, the Janguage he 
uses and the people with whom he associates. 

What clothes, language and associates are to a man, 
fixtures, decorations and harmonious lines in displays 
are to the store. 

Loud, freakish, illy-arranged display fixtures in the 
windows and in the interior of the store are just as 
positively an index to the merchandise on the shelves 
and the methods of doing business as are loud, freak- 
ish, ill-fitting clothes an index to the character and 
disposition of the man wearing them. 

Harmony of colors and artistic arrangement of 
displays, both of the shoes displayed and of the fix- 
tures, backgrounds and other materials used in the 
window, are a sure indication of well-selected artistic 
footwear and pleasing, attractive methods of doing 
business within the store. 

Since fewer shoes are being used in window displays 
it becomes imperative that the display stands, pla- 
teaus and other fixtures in the windows shall be of a 
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in 9 harmonious way is most certain to draw customers 
to cross the threshold of the store. 

Then when that customer steps into the store and 
is met with soft, mellow light reflected on soft-toned 
fixtures, shelving and chairs, he is sure to have pleasant, 
restful thoughts and be in an attitude of mind where 
little persuasion is necessary to convert him into a 
buyer. 

This psychological truth has dawned upon many 
shoe merchants within the past few years, and these 
merchants are investing considerable sums in window 
and interior fixtures and are reaping a harvest of 
business that would not be possible from slipshod, 
crisscross ideas of selection in window and interior 
decorations. 





Store Rents---the High and Low of It 


The news of the day tells of a New York shoe store 
that is paying $23,000 a year rent. That is more than 
$400 a week. 

A shoe store not far from Boston figures its rent at 
$1 a week. Surely great oaks from little acorns grow. 
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De Luxe Spats Fill a 
Definite Need 



















A large number of your customers Rist 
must have the best in spats. They DE LUXE 





e ‘ , (Invisible Buckle) 
will accept only highest quality Patent Pending 
merchandise. 


Offer them DE LUXE Spats— 
absolutely the finest in fit, material 
and workmanship. 






All colors, heights and _ exclusive 
DE LUXE styles. 









Capacity assures prompt deliveries. 
Order now. 









DE LUXE 
(Invisible Buckle) 
Patent Pending 


American Gaiter Co., Ine. 


Making the world’s best fitting and highest grade spats. 










FACTORY 
129-133 Grand Avenue NEW YORK OFFICE 


Brooklyn, N. Y. Marbridge Bldg. 






















Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, Sept. 27, 1919 





| pills 


l = ———S 





A Big Year for Buckles 


One Firm Alone Presents a Catalog of Over One Thousand Styles 
from Six Cents to Sixty Dollars a Pair 


it may be that a new era of buckles is coming. 
Certainly, there never was as much interest in 
buckled shoes as there is today. 

Few shoe men realize that buckles are the most 
elegant article there is for the fastening and the adorn- 
ment of shoes. If they did, they would move their 
buckle departments up to the front of their stores, and 
proceed to make money on buckles, as well as on shoes. 

It is plain that buckles are the acme of the decora- 
tions. Buttons are limited to a few sizes, shapes, and 
colors, and so are laces. One can almost count the 
styles of both of them on his fingers. But there are a 
thousand and one styles of buckles. One firm alone 
presents that number in its catalog. 

Buckles are of gold and silver, pewter and copper, 
cut steel and beads, and imitations thereof, and of 
baser metals covered with leather or celluloid. Their 
shapes and colors are unlimited. Their prices range 
from six cents to $60 a pair. There is, it is plain, a 
treasure trove in buckles that awaits the shoe mer- 
chants who will feature them. 

The time is ripe to sell buckles, for buckle styles are 
coming in stronger than ever they did since the days 


1. is a big year for buckles ahead. Indeed, 


The Value of a 


It Is a Business Booster in Many Ways and Invariably Means More 
Business---Constantly 


shoe wearers the same service that the auto- 

mobile tire companies give their customers. A 
pair of good shoes these days is worth $10. That 
is nearly the price of a flivver tire. If service pays 
the automobile trade, it certainly should pay the 
shoe trade. 


i on up “a Service Station’’ in the store. Give 
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of the famous buckle makers of Birmingham. There 
will be sold millions of pairs of dancing slippers the 
coming Winter, and there is opportunity to sell 
millions of pairs of buckles for adorning them. Like- 
wise is it with the niillions of pairs of pumps that will 
be sold for next Spring and Summer. The biggest low 
cut season in the history of the shoe trade is at hand, 
and with it are the biggest opportunities to sell 
buckles. 

Furthermore, buckles are the sole item of fashion in 
footwear that has not been carried to the limit in the 
grade-up movement of these times. Lasts are made 
in de luxe styles, heels are almost perfect, colored 
leather has gone to the limit, and so have high boots. 
But the treasure trove of buckles has yet to be opened, 
and millions of buckles brought into the sales of mod- 
ern shoe stores. : 

Fetch the buckles up to the front of the store, and 
advertise them, and tell people of the elegance of 
buckles for footwear, not the skimpy kind, but the 
artistic kind that will be bought by people who 
appreciate excellence in an article of apparel. That is 
a way to spread the fashion and to increase the sales 
of buckles. 


Service Station 


People are paying more for their shoes, and are 
expecting more from them. The service department 
will show them how to get it. It will present,in new 
form, those familiar arguments that shoes well shined 
will wear longer than those which are neglected. If it 
is good business for the automobile man to insist that 
his customers keep their tires blown up, is it not like- 
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wise good business for the shoe merchant to insist 
that his customers keep their shoes shined? 

The service salesman, otherwise the findings sales- 
man, can go to the limit in furnishing service to custom- 
ers who are particular about the health of their feet. 
There are a score and more appliances that can be sold 
for providing foot comfort. There are foot supporters 
that can be sold as shock absorbers. Like the rubber 
heels, they take up the shock of each step in walking. 
Millions of people get tired before the day’s work 
is fully done, because their feet get weary pounding 
the pavements. The salesman who undertakes to make 
the feet of his customers more comfortable has a 
mission before him. Many a man is no more useful 
than his feet. So the shoe merchant who increases 
the usefulness of a man’s feet helps the man himself 


‘and the community. 


The service station may advise, free of charge, 
about styles and sizes of shoes, and, also, about the 
care of shoes and the mending of shoes, and, further- 
more, about the use of nature-shaped stockings, foot 
powders, foot soaps, corn remedies, foot supporters 
and the various other common articles that make up 
the store’s stock of findings. 

The profit from the service station is not alone in 
the sales of findings. It will take from the fitting 
salesmen a load of labor, and give them a chance to 
speed up their sales. For instance, let us suppose 
that a customer comes in with a demand for a special 
style of footwear. Let the regular fitting salesman 
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turn him over to the service station, to study his 


* particular requirements. Then the regular salesman 


can go on fitting shoes to waiting customers who 
wish regular shoes. 

Or supposing a customer comes in with a com- 
plaint. Let the fitting salesman turn him over to 
the service station, to study his particular case. 
Perhaps the customer is wrong. Maybe he burned 
the shoes by putting them in the oven. Or maybe 
he threw them at the dog. Or maybe his perspiring 
feet rotted the leather. Let the service station learn 
the cause, and advise the remedy. Then the regular 
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salesmen can keep on fitting shoes to regular custom- 
ers. The service station reports will give the merchant 
a clear idea of what faults there may be in his shoes, 
and such information is often one of the best guides 
for his business. It tells the merchant what to avoid. 





“The House of Courtesy’’ 
A Southern Shoe Merchant Chooses This Apt 
Title 


News comes from the South of the opening of a shoe 
store that will be called ‘““The House of Courtesy.” 
That is a title well worth the while. It is high time 





























that shoe merchants demonstrated to customers that 
there is more courtesy and less cussedness in the shoe 
trade than the Federal Trade Commission says. 

It may be that all shoe men are not Chesterfields, 

or Beau Brummels, but a lot of them have a drift that 
way, and “The House of Courtesy” is but a demon- 
stration of it. Imagine what a “House of Courtesy” 
means. It certainly will be a store with the most 
refined style, a color scheme correct artistically, and 
furnishings as harmonious and comfortable as those of 
the club, and with all the conveniences of a model 
home. 
_ Come to think of it, why not enter a “house of 
courtesy”’ in the exhibition of model shoe stores at 
some national convention of shoe merchants in the 
future. 





The Reason for Shoe Trees 


When shoes are worn all day long, they stretch and 
the leather absorbs some of the perspiration of the 
foot. When they aré taken off at night, the leather 
begins to dry, and it wrinkles. In the course of time, 
the wrinkles become creases, and the creases spoil the 
looks of even the best shoes. 

If the shoes are put on trees at the end of each day, 
the leather, as it dries, shrinks down to the surface 
of the tree, and the wrinkles in it are smoothed out. 
The shoes look better, and they wear longer. 
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SELL YOUR MERCHANDISE 


aI NDOW DISPLAYS indelibly impress the passerby with 











the character of the footwear you sell. Your merchan- 
dise will be judged —shall it be a vivid, artistic window 


picture? The Decorators Supply Company’s Window Fix- 
tures, Reltef Decorations and Backgrounds afford you ~— 


extensive advertising in your community and enable you to draw 
the profits to your store. - 


The Decorators Supply Com 


? 


Catalogue G is free, arid in addition to illustrating our 
fixtures, backgrounds and other décorations, shows 
many interesting ideas for the display of merchandise. 
Our factory is the largest of the kind in the. world. 
You are cordially invited to visit it. 


‘ Archer Avenue and Leo Street, CHICAGO, U.S. A. 


The fixtures shown are of the Adam period, perfect as to detail and Be | 
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No Trick at All With 


Firestone Heels 
OOK at that flanged outer edge! The 


nails draw it up snugly and easily. 
The concave on the fitting surface is 
absolutely correct. 


If your Repair Department is not applying, 
Firestone Rubber Heels, there’s time an 


$Id tar money savin? in store for you. 


Made Geol Not only easy to apply but easy to wear. 
Your customers will appreciate the buoyant, 
“springy” comfort at every step. 


The recessed Non-Skid bars mean a 300d 
hold in bad walking. And there’s nothin, to 


wear off. Write for details and prices. 


FIRESTONE TIRE AND RUBBER C COMPANY 
FIRESTONE PARK ON, OHIO 


Firestone 


_Non-Skid | | Rubber Heels 
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Chicago’s Newest Shoe Store 


“Where Only the Best Is Good Enough’’---A Real de Luxe Bootery 
Along the Most Modern Lines 


OES it pay to spend money, real money and 
D big money, for shoe store furniture, fixtures 
and decorations? Does it pay to spend an 
unlimited amount of time and thought to make each 
individual unit of store equipment match every other 
unit so that the whole presents a carefully worked out 
harmonious idea? 

Alfred J. Ruby, who has just recently opened a 
very exclusive shoe store at 60 and 62 E. Washington 
Street, Chicago, surely believes it does pay to spend 
money, time and thought in these directions. Mr. 
Ruby ought to know, for the most of his life has been 
spent in merchandising high-grade footwear, not 
just selling shoes, but designing lasts, patterns and 
shoes, visualizing a shoe and working it out to the 
minutest detail, buying shoes of character and 
quality, fitting them to feet rather than fitting feet into 
the shoes, selling them according to the needs of the 
customer and the occasion for which they are to be 
worn. 

For 14 years he was with Frank Bros., New York 
City. Three years ago he opened a store in Detroit 
along lines different entirely from the ordinary store, 
but according to lines that he felt were needful to the 
distribution of the class of merchandise he was 
dispensing. The Detroit store has been a success from 
the very start, and now the second of what will 
eventually be a cross-country chain has been opened 
in Chicago. 

In the new store, however, new ideas. have been 
worked out and new methods installed. 

There is nothing loud, freakish or bizarre about 
this new store; the appointments and settings are 
elegant, quiet and subdued; soft, mellow tones pre- 
vail every place, yet there is an air about the estab- 
lishment that causes a visitor to look in wonder. 

The store front is unique and attractive. The 
base or floor of the windows is about four feet above 
the sidewalk. From the base or floor to the top of 


77 


the windows is about the same distance. Very few 
shoes are shown at a time in the windows, but each one 
is made to stand out so the passer-by cannot do other 
than stop and look. The color scheme of the whole 
store, including the backgrounds of the windows and 
display stands, is black and gray. 

The shelving is ebony black and the cartons are 
soft gray. “Black shelving? That would look like a 
funeral,” say you; but it doesn’t. No eir of a 
funeral or anything suggesting it is to be observed 
about this store. Just quiet elegance. 

The wall decorations are in black and gray. Several 
pilasters occur at intervals around the room and on 
each of these near the ceiling is a copper disk about 
ten inches in diameter bearing the coat of arms of a 
prominent American university. About five feet 
from the floor on each of the pilasters is a picture of 
one of the principal buildings of the university whose 
coat of arms is displayed on the copper disk. At the 
bottom of each of the pilasters is a tilted mirror in 
which the customer gets a view of the shoes being 
tried on. 

The seating arrangement is composed of especially 
designed chairs in units of three. These are of ebony 
finished wood decorated with a narrow stripe of gray 
enamel. The upholstery of the chairs is of black and 
gray stripe silk velour. Two double rows of these 
chairs provide a seating capacity for 72 customers. 

The fitting stools are also a special Ruby design, 
both the wood and upholstery of which match the 
settees. 

Considerable space is devoted to display cases. 
The woodwork of all of these cases is of ebony black 
trimmed in gray enamel. A spacious and well- 
equipped office is located on the balcony in the rear 
of the store. Back of the office and underneath it are 
stockrooms. The carpets are of black and gray, the 
designs of which harmonize with the wall decorations. 

Some idea of the exclusiveness and unique design 
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“EAGLE A PERFECT 
BRAND” | DRESSING FOR 


POLISHES EVERY SHOE 





These polishes have 
a world wide repu- 
tation for unvarying 
quality. 


“EAGLE BRAND” 
Polishes are every- 
where recognized as 
shoe dressing par 
excellence. 





Every shoe dealer 
should be prepared 
with NOTHING 
LESS than a com- 
plete stock of all the 
“EAGLE BRAND” 
Polishes. 


Suede dressings, kid 
dressings, and pastes 
—in all the pop- 








The satisfaction of selling 
such merchandise is reassur- 
ing to the dealer. 


The name 


“Eagle Brand” 


is your “open sesame”’ to 


a larger dressing business. 














ular colors for the forthcom- 
ing season’s styles. 


“Eagle Brand” 


Polishes are the best obtain- 
able. 


Order today from your 
Jobber 


The American Shoe Polish Company 


CHICAGO 
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of the fittings, as well as the expense entailed, can be 
had when it is mentioned that one small case and 
the cabinet on which it rests large enough only for the 
display of three shoes and a pair of buckles cost al- 
most $1,000. 

A word picture cannot possibly do the store justice 
and no photographs are obtainable at the present time. 

The merchandise and merchandising methods are 
necessarily in keeping with the dignity and tone of the 
store. At least two-thirds of the shoes comprising 
the stock are either hand-turned or hand-welted. 
The styles in both men’s and women’s are elegant, but 
not flashy or freakish. Most of them are special, 
exclusive Ruby designs made to the specifications of 
the firm. ' 

Mr. Ruby is a firm believer in the principle of shoes 


that are correct for the purpose and the occasion for 
which they are being purchased, and consequently 
the sales people do not hesitate to inquire about the 
purpose for which the shoes are being purchased end 
insist on the customer buying only that which is 
appropriate. 

Considerable space is devoted to the display of buckles 
and hosiery and special effort is devoted to these 
articles. When pumps are being fitted appropiate 
buckles are displayed at the same time. 

When a shoe. sale has been made hosiery correct 
in shade and design to properly match the shoe is 
brought to the attention of the customer. . 

Here is a store that is not being run by guess, but by 
accurate, scientific knowledge, and there can be no 
question as to its growth and success. 


Is This the Store of the Future? 


The Important Part That Electricity Can Play in Every Part of the 
Modern Shoe Store 


Shoe 


ORE service is wanted by customers. 
merchants speak of it everywhere. | How 


shall it be given? The problem is intensely 
practical. One ounce of improved service may be 
worth more than a pound of explanations about 


tect (1144 


the Quickest 


and Cheapest 
Store Service 





profiteering, for the purpose of making the customer 
pleased. 

Is the electrically equipped store the store of the 
future? Already, we hear Mr. Matter-of-Fact declare 
“My Store Is Electrically Equipped.” But we chal- 
lenge him to touch a button and produce a pair of 
shoes. The shoe stores may come to this. Imagine a 


little box beside the fitting stool, with a set of electric . 


buttons on it. The clerk presses a No. 4B button and 
a black kid button, and, instantly, a pair of black kid 
boots, No. 4B in size, is flashed into the box by the 
fitting stool, the same as the soup, the hash or the 
beans comes up the dumb waiter in the restaurant. 
By the way, is there a dumb waiter in the store, or 
an automatic carrier? Or does the clerk still have to 
run up and down stairs from the stock room to the 
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fitting room, and wear out sole leather, a shameful 
thing these days of conservation of leather? Clerks 
are expensive these days. What is the use of paying 
them to run around the store, when a machine will do 
it cheaper and faster? What say you, Mr. Shoe 
Equipment Man, of a little turntable device, that will 
spin the shoe around, and show it heel, toe and sides 
on, the same as the dog spins around on the phono- 
graph. 

Getting down nearer to the live wires, there is a new 
system of electric wiring, which provides that the 
wires shall be run through pipes, something like 
water pipes. These pipes may be cut at any point 
where it is desired to make a connection for a lamp, or 
amotor. As fireproof as a red brick is this new system. 
So there is no chance of crossed wire causing a fire, 
smoke and water sale. The lamps are swung from 
flexible metal arms, not from-cords, and they will stay 
wherever they are put, without being tied with a cord. 








So one gets electricity right where he wants it, quickly 
and conveniently. 

Now we will leave it to you, Mr. Enterprising Shoe 
Merchant, if you are getting the electricity where you 
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THREE OF A KIND 


—and that kind the best. 


These three Griffin Shoe Dressings will appeal 
to your customers—will give entire satisfaction. 


You ‘can recommend each one of them and feel assured that they 
will live up to every good word you say. 

We have “A ’ Dressing for every shoe” — write us for fullest 
information. 

All goods shipped F.O.B. New York on orders of 100 ibs. or over 
a take in one gross of the small or large Peuerwhite, 
large Kidine or one gross of the Lotion Cream 2 ounce size) we 
make an allowance of 75 cents per 100 lbs. If the rate to your 
city is less than this we would pay the entire charges. If more, 
this allowance will be deducted from the actual rate. 


CLEANER), 
(ena 


= FOR aut ~ 
WHITE SHOES 


CACEOT wie TE KD 





AEAVES AVELVETY Hue Foreser 

















that gives a kid gl ish. I 
Small (15¢, size) $13.75 per gross, $1.20 ovat nes 
Gar $2.00" per d a a on $22.50 per gross, $2.00 3 oz. size, $20.00 





GRIFFIN MFG. CO. 


- 69 MURRAY ST. ; 
NEW YORK, U.S.A. 
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want it, and when you want it. Have you a light clerks and the customers are in the store. Wouldn’t it 
every place you need it? Have you a motor on the pay you to put in a new electric system, with new 
wires, outlets exactly where you want them, and lights 
in plenty and motors, too? Wouldn’t customers be 
pleased with an electric store? Doesn’t good lights 
help the sales, as well as save time for the clerk? 
Electric equipment is one of the cheapest and the 
most productive articles of store equipment that there 
is. It is worth a lot of study by shoe merchants who 
seek to have in their stores the equipment that will 
give their customers the best service. 








cash register and adding machine, and another motor A Box a Month 
for cleaning shoes, and a motor on the fans to keep the The War Department has decided to issue a box of 


store ventilated in Winter as well as cool in Summer? shoe blacking monthly to each soldier. 
So the manager of the findings department may 


figure on selling a box of blacking each month to each 

customer of the store. 
Your Clerk A card in each carton of shoes, suggesting to the 
wear out customer that he buy and use a box of blacking each 
shoe leather month, might help the customer to conserve his foot- 


wear as well as to increase the sales of blacking. 








a An Envelope Sealer 


Are your outlets just where you want them, or do you The shoe merchant who sends out many letters will 
leave a corner dark because you cannot conveniently save time by uring a little machine for sealing his 
light it, and let so much floor space go to waste? envelopes. It is inexpensive. It moistens the flap 

Keep in mind that these are days of intensive mer- and seals the envelope as fast as the most nimble- 
chandising, and that every minute counts when the fingered clerk can feed them. 





Did It Ever Happen to You? 


WHEN-YEARS AGO- You BOUGHT] AND GOT PROPERLY STUNG AND,AFTER A WHILE, A FRIEND] ANO IT WENT FLOOEY 
THAT AOTAIR MINING STOCK LET YOU IN ON THE GROUND 
in 
, ee: ™ 


FLOOR , RUBBER PLANTATION | 
1 MAY HAVE ro oe me POA! Creare ogee, 


THIS TIME 
BEEN A SUCKER 
ONCE, GUT— 
NEVER AGAIN- 


























AND THEN YOU FELL Fo A | AND your Go00 MONEY WAS OID ii EVER ene 


ViCioUuS WILOCAT OIL SCHEME SECURELY DEPOSITED IN 
DRY AOLES 


ANO SEVERAL vOy¥ a AND 1 
Witt Saenneny Aa 


$s 

¥ 5 oO 

mae tegthevedl 50% B.4. HAPPEN AGAIN 
AT THE MODERATELY we 3 AS LONG AS 
PROPITABLE,ALTHOUGH 
UNSENSATIQNAL. 
SHOE BUSINESS 
ELAPSED 
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Neolin Soles Are Applied 


N the development of a standard 
method of Nedlin Sole application, 
good common sense was the governing 
factor. 
It was found most practical, for exam- 
ple, to use awl, needle and thread of 
similar diameter in the stitching oper- 
ation. 
For when a small awl hole is stretched 
by a larger needle, and when the thread 
does not completely fill that hole, there 
is danger of ripping. 
In the manufacture of Nedlin-soled 
shoes, in fact, every precaution is taken 
to assure a permanence of application 
commensurate with the durability of 
the NedGlin Sole itself. 
A smooth pressure foot is used on ma- 
chines to eliminate bunching and the 
resultant broken stitches that some- 
times are caused by a pressure foot with 
a corrugate | surface. 


Stitchers also exercise the utmost care 
in the heating of wax to the correct 
temperature and in the proper adjust- 
ment of machine tension. 


Because of the inherent goodness of 
all Nedlin Soles and the acceptance of 
the standard method of application by 
135 shoe manufacturers to date, Nedlin- 
soled shoes are now guaranteed, direct 
to the retailer, for maximum sole wear 
and permanence of sole attachment as 
well. 

Dealers can order spring styles of 
Nedlin-soled shoes, protected by this 
guarantee, from any of the manufac- 
turers who have adopted this standard 
method of application. 


THE GoopyEAR T1RE & RuBBER COMPANY 
Akron, OHIO 


Trade Mark Ree U.S. Pat. Off. 


By a Common Sense Method 





Reason No. 4—For the new Guarantee 
If you are not thoroughly familiar with the new direct 
Guarantee on Nedlin Soles—write for our booklet 
“‘Nedlin Sole Guarantee and How It Operates.’’ 
Goodvear Wingfoot Heels are the walking mates of 
Nedlin Soles. They also are guaranteed — to outlast all 
other heels, rubber or leather. And they’re so dependa- 
ble that only 1 pair in 352,000 is returned for adjustment 


Neolin Soles 
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It’s “Renewed Shoes” Now 


And the Modern Renewal Shops Do a Thriving Business at a Distinctly 
Modern Price 


ENEWED shoes! 
That’s the new term. It pays. People 


who scorned cobbled shoes will cheerfully 
wear renewed shoes. -It fits. The modern repair 





shops repair shoes so thoroughly that they look like 
new shoes. 

Words are a factor in business. Call it a horseless 
carriage and it is sold for junk. Call it a motor vehicle 
and it will sell for $250. Call it a limousine and 
it will sell for $2,500. Say “cobbling’” and the 
fastidious customer ducks. Say “modern shoe re- 
pairing’ and people get interestéd. Say “shoe 
renewing” and everybody comes around. 

When it was cobbling, a hole in the wall or a 
basement sufficed for a shop. And $1 was the price 
of a cobbling job. When it became modern shoe 
repairing, an attractive store was fitted up with 
machinery, and $2 was the price of modern repairing. 
Now it is shoe renewing. Old shoes made new! The 
renewal shop appears in de luxe attire, and $3 is the 
price, and people flock to the “shoe renewing 
shops” as they never before flocked to the modern 
repair shops or to the cobbling shops. . 

Certainly, ‘the shoe repairing business is being 
graded up. 


DISPLAY EQUIPMENT FOR REPAIR SHOPS 


The Repair Men of Today Employ Up-to-Date 
Merchandising Methods 

Many proprietors of modern repair shops are 
realizing the value of modern equipment for dis- 
play of their goods in the window and in the shop. 
This is especially true of those repair shops who 
sell laces, buckles, bows and blacking. 

The repair shops,.in the early stages of their 


' development, were looked upon as a manufacturing 


proposition. They were fitted up like a factory. 

Now, the repair shop is looked upon asa merchandis- 
ing as well as a manufacturing proposition. So the 
proprietor gives heed to the problem of merchandising 
his products and goods. 

He provides comfortable chairs for customers who 
may have occasion to wait for their shoes, or even to 
try on shoes that have been repaired. 

He provides a good store front, and makes up an 
attractive window display, perhaps illustrating that 
familiar story of “‘old shoes made new,” or of his 
laces. buckles, bows and blacking. Or he has a dis- 
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play showing how his process of oiling shoes makes 
them waterproof and suitable for wear in Winter 
weather. Or he features rubber heels. He may 
even use showcases and stands for displaying his 
goods in the store. 




















§ Watch our Big Advertising Campaign on 
|  “BUYAN EXTRA PAIR” 
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E has extra collars—dozens of them—of two and thfee different 
styles. . Why not an extra pair or two of Beaded Tip Laces, so 
they'll be handy when the old shoe lace breaks? Logical, 1sn’t 1t? 


Sell him the REAL Beaded Tip Laces, with the Trade-Mark BEADED 
on the wrapper. They’re America’s Supreme Shoe Laces—the stand- 
ard of *‘quality—service.’’ ‘Tips won’t pull off. Beauty, strength, fast 
He will appreciate your thoughtfulness. 
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color and full length. 












UNITED LACE & BRAID MANF’G CO. 


ORIGINATORS AND SOLE MANUFACTURERS 
Providence, (Auburn) Rhode Island 










Look for 
BEADED 


on the 
Wiapper 
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He has not a cobbling shop, but a modern store, 


and he gets customers, not because they are driven | 


to having their shoes resoled, but because it is a 
pleasure, as well as a profit, for them to come to his 
store. In this effort, equipment is his valuable aid. 


Good Advertising for Repair Work 


Here is something new— 

“Specialists in Cobbling.” 

“Postmen and policemen! 
out slice leather fast. 

“Bring your worn shoes to us to be repaired. 

“We make a specialty of resoling, tapping and 
otherwise repairing shoes that must stand hard 
service. 

“We select the leather, threads and nails that are 
best for your shoes, and use them in a good and work- 
manlike manner. 

““We will be glad to give you our best advice about 
your footwear.” 

THE MODERN REPAIR SHOP 
SPECIALISTS IN COBBLING. 


You fellows who wear 


An Ancient Craft 


The repairing of shoes is by no means a modern 
craft, though we do commonly speak of modern shoe 
repairing. It flourished in ancient Rome, and the 
cobbler was a man of considerable importance among 
craftsmen of that time. For proof thereof consult 
the immortal tragedy of Julius Caesar, by Shakes- 
peare. 

“A Tap in Time” 

Let the salesman drop into the carton with each 
new pair of shoes a little card reminding the buyer 
that “A Tap in Time Will Make the Shoe Wear 
Longer.” 

What’s a Repair Shop Worth? 

A shoe repairing shop was offered for sale for $2,500 
the other day. It is located in a residential suburb of 
Boston, has a machinery equipment and employs 
five men, and it has been going six years. 

’ Considering that some repair jobs are now worth 
$2.50 that price of $2,500 looks cheap. There is yet 
to be answered the query, “What is a modern repair 
shop worth?” 

Look to the Lease 

A modern shoe repair shop in a small city had 
to move the other day, because a firm in another 
trade leased its location over its head. It not only 
loses its good location, but it also loses business 
during the week of its removal from one place to 
another. Besides, it will have to make an extra 
advertising appropriation, to draw its customers 
to its new location. 

It costs a lot to move these days, and the average 
repair man, who does not own his shop, will do well 
to look to his lease. 
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Filling Windows to the Ceiling 


An Opinion from Ohio Against the Practice of Putting 
Too Many Shoes on Display 

In the August 30 “Recorder” appeared an article 
under the above heading which advised dealers to fill 
their windows full of shoes way up to the ceiling, the 
argument being that people buying shoes nowadays 
will stop and hunt through a window until they see 
the kind of shoes they want to buy and then go in and 
buy them. The author argues from this that the 
more shoes there are in the window, the more chance 
there is to show just the shoe that each person wants. 
A Western shoe dealer who fails to agree with this 
plan argues: 

“In the first place, I have always found in some 
shoes that if I show a customer too many pairs, I am 
likely to confuse a customer to such an extent that I 
have frequently lost sales through their indecision. 
If a customer cannot decide the shoe she wants (I say 
‘she’ advisedly) from four or five pairs, the probability 
is she ‘will not decide today, but think it over and 
come in again’ and she never comes. I think that it 
is the same way with shoes. I would rather show three 
or four styles in a window than twenty. I think the 
man who wrote the article must have been from 
across the water, for I have seen shoe stores in 
Europe where the windows were filled with shoes to 
about the same degree as some of the second-hand shoe 
shops on the lower East side in New York City. 

“‘A window solid full of shoes is far from attractive. 
No shoe can be well judged if it is chock ablock up to 
another of a different style. To appreciate a pair of 
shoes in show windows, they must be placed with 
plenty of space around them, that they may be 
examined as they will look on the feet. Another 
argument against a multitudinous display is that it 
takes so many shoes out of stock as to make it difficult 
at times to fit the customer without disturbing the 
display, and the minute that you take a pair of shoes 
out of the window for such purpose, the customer 
either feels that he is making too much trouble or else 
considers the dealer has a small assortment. 

“‘My idea is that the more artistic a window display 
is, be it shoes, dry goods or jewelry, the more likely it 
is to attract attention, and certainly filling a window 
full of shoes is far from artistic. I would rather put 
four or five attractive styles artistically displayed in a 
show window than to pile in twenty or thirty styles in 
long rows, stair above stair or hanging like bananas 
on strings from the ceiling, and I believe that my idea 
of windows will sell more shoes than such junk shop 
display. Another point where your writers slip up 
is advising a display with the topmost shoes so high 
that the passerby has to look up to see them. Every 
window display man knows that the best objective 
point is below the level of the eye and that the real 

(Continued on page 87) 
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Leather and Satin Filled COLONIAL BUCKLES 


Cut shows exact size Samples and prices on application 
° 


D. T. DUDLEY & COMPANY 


No. 66 Washington Street Haverhill, Mass. 
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The Show Card as a Selling Force 


The Printed Sales Talk That Means More Customers 


we placed ourselves outside the door and 

could talk with every prospective customer 
that passed? We all agree that our income tax would 
be considerably larger if such a thing could be brought 
about. When one stops to think of the number of 
people that pass his store at every hour of the day, 
the first question in mind is—does he or she want 
anything in my line?—and—will he or she go down 
the street a few doors and be attracted in to my 
competitor’s store? It seems a shame to let all these 
prospective sales slip by, doesn’t it? 

The only solution to this perplexing problem is to 
give our windows the proper attention. Our displays 
should be neat and attractive. Some say it is a hard 
job to make attractive displays out of shoes, oxfords, 
pumps, etc. True enough, it is no cinch, and most 
shoe stores can’t afford the services of an expert 
professional window trimmer, and have to do the best 
they can with the aid of one of the salesmen during 
his spare moments. A merchant must have a contrast 
in the window appearance from trim to trim—other- 
wise the passing public will not be attracted to the 
new fresh display. Show cards — decorative show 


tee we shoe merchants do any business if 


cards—will solve this problem in an economical way. | 


The cards should have contrast and care should be 
taken to see that the designs—coloring and finish—are 
continually changed. Be that as it may whether we 
get good window trims or not—what good are they 
unless the passing public knows something about 
what is offered? How are they going to know whether 
those tan oxfords are last season’s stuff being closed 
out at a sacrifice or whether it is the one big hit for the 
coming season, or what. 

Our only means for telling them is through the use 
of good show cards. The show cards must be good— 
they must be attractive—neatly made, and should be 
worded with care to give the passing public a good 
sales talk. By all means never use a crude, clumsy, 
amateurish-looking display card—it would be just 
exactly the same as hiring a sloppy-looking, ungainly 
salesman to wait on the trade. 

This is one phase of our business that most of us are 
overlooking, and it is one of the most important items 
in merchandising. Every person that passes our 
store is a prospective customer. No detail should be 


overlooked in the display of goods. The very thing 


that we think doesn’t make much difference may be the 
one thing that will prejudice a prospective against 
our store. 

Good show cards are very easily procured and for 
very little money. 
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Any merchant will gladly hire a good, clean-cut 
salesman, one who will bring him dollars in the cash 
register and help build up the character of his store. 
He should be equally as considerate of his show cards, 
for are they not salesmen as well? 

If you think that people don’t read display cards 
in your window just put one in there reading “FREE; 
an extra fine Fountain Pen given away today; come in 
and ask for it.’ You’d go broke in no time if you 
tried to live up to the ad on that card. If they read 
cards like this it’s a cinch they’d read others. The 
public of today is continually open for suggestions as 
to how, where and why they should buy. With the 
increasing prices on shoes we have more more reasons 
than ever for show cards. We must get the prospec- 
tive buyer’s mind off the fact that shoes are higher 
today than ever before and talk about their style, 
quality comfort and wearing qualities,-.etc. Get the 
reader interested and let the card invite him in and 
the rest of the sale is up to you. 

Neat windows and good show cards in them is just 
like moving a show case and a salesman right out 
on the sidewalk. 


FILLING WINDOWS TO THE CEILING 
(Concluded from page 85) 
limit of effective display for selling goods, not simply 
for sensational exhibition purposes, is below the level 
of five feet above the sidewalk. 

“One exception I will allow to this rule and in this 
I will agree with your writer. A display which will sell 
shoes in some communities and in some sections of 
large cities would be a window which he described 
solid full of shoes provided each and every shoe was 
price marked. I know that, for I have had a store in 
such a location, but I have graduated from such a 
store to one where a more artistic display seems to be 
more practicable, such at least has been my experience. 

“One suggestion for those who cater to the low 
price, bargain hunter trade is that in such a window 
as the one I describe each shoe should have a number, 
and a sign placed in the window should read: ‘In 
calling for any shoe in this window, please state the 
number.’ 

“People say that no one should criticize anything 
unless they can suggest aremedy. That reminds me of 
Mark Twain’s remark, ‘everybody complains of the 
weather, but nobody does anything about it.’ I 
think, however, that I have criticized and suggested, 
and am therefore justified in taking up so much of 
your time in the reading of this letter. Yours for 
more trade, “BUCKEYE.” 
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“Display Equipment 


tor Footwear” 


' This is the name of a new, pro- 
fusely illustrated Catalog 
printed for shoe merchants. It 
contains 72 pages of designs, 
suggestions and shoe window 
trim ideas. 


The display illustrated above is 
only one of many trims shown 
in book. Many other unique 
creations possible. You can 
obtain all the desirable finishes 
to harmonize perfectly with all 
styles and colorings. 


Write us today for a copy of the 
Catalog. Also ask us for sug- 
gestions for your windows. 


# Curtis-Leger 


Louis XVI Shoe Stand 
Shield Top. Tilts to any 
angle desired. Orna- 
mental and graceful 
design. 


Fixture Co. 


226 W. Jackson Blvd. 
Chicago - U.S.A. 














buh Opportunity / 
Our Display Card 


Service for Shoe 
Dealers ‘will soon be 









Seusonable 
Show Cards 











cach month | in, your Ccity~ Will yours 
one set of | be the store to receive 
) ae its benefits ~ or is there 
s4@ /~ a more progressive mer 





per mo 


chant who will grab this 
opportunity ahead of you 
XR 






Only one shoe dealer in 
y a locality ‘can get exclus 
ive rights to our service 
ACT PROMPTLY ~ Its cost 
/ 3 is surprisingly low ~ one 

,  ,whole month's service for 

less than a single issue 

newspaper advertisement 

~ 2 Beat your competitors to it! 
STANDARD SHOW CARD SERVICE inc 
56 W.Washington St, CHICAGO, ILL. 
Hundreds of the country’s leading merchants 








You can be this one if you 
ALY) 
Y aaet- WRITE RIGHT NOW 
will back up everything we claim 

















We have everything 
to display shoes properly 
Write for our Catalogue 


J. R. Palmenberg’s Sons, Inc. 


NEW YORK BOSTON CHICAGO BALTIMORE 
63-65 West 26 Kingston 204 West 108 West 
36th Street Street Jackson St. Baltimore St. 
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CRYSTAL PERMIT 
BEAUTIFUL 
GLASS DIGNIFIED 
FIXTURES DISPLAYS 
































, MIDGET SHOE STAND 
FLAT TOP SHOE STAND T-33. 24-inch base. 8 inches high over all. 
D-34, 5-inch base, 1314 inches high 


MIDGET SHOE STAND 
X-33. 214-inch base, 7 inches high over all 


Vous shoes will be more prominent—their special lines Crystal Glass Fixtures are beautiful and durable display 
will be better emphasized—if displayed against a back units. They are used by leading high-grade shoe stores 
ground of glass. Glass fixtures are unobtrusive—they everywhere. They always remain clean and bright. 
do not take away from the display of the shoe—and they Our new Catalog No. 9 — and describes our whole 
are dignified. line. Also shows prices. Write for this book today. 


CRYSTAL FIXTURE CO., 359 Monadnock Bldg., CHICAGO 




















SHUNT af 


This Kawneer Store Front Put New 
BROTHERS. +++ Sales Life 

intoanOld 

Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 


ANQUGNAAAAAAAALU 





NU UL 





KAWNEER MFG. CO. 
1713 FRONT ST. 
NILEs, MICH. 


o_O 





Let us Show You I How a Kawneer Store Front Will Pay a Big Profit Send me a copy of 








for YOUR STORE. FORGING AHEAD 
Do not overlook this coupon. Send it at once. H~ your new booklet for 
K AW NEER MFG CO 1713 FRONT STREET merchants. 
3 :. eq NILES :: MICHIGAN Pin this to your letterhead. | 
IUUVUALUUHULUHOUULULLLEUVULAUAAALSALSL LUELLA UALS NLA LULA J 
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Counters cut from West Virginia Fibre Board ‘are a 
replacement— not a substitute for leather. 


Investigate our organization and product before 
specifying your next counter and innersole fibre 


board. 



















West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 


New York Chicago, Ill. 































F YOU DON’T, you are taking chances of dissatis- 
faction. Work shoes get the hardest wear and more is 
expected from them than with any other class of shoe. 












The best insurance is ‘““The Tanner’s Own Dressing’”’ 
sold with each pair. This mixture of pure animal grease 
renews the greases the tanner puts into the leather. It 
thus keeps the leather soft, greatly increases its wear, and 
helps it shed water and resist barnyard acids. It isa true 
nourishing grease for the leather fibers. 
























P. & V. FARM SHOE DRESSING 





; Bee. eae $2.00 se ORE ee $22.00 per gross 
Ce eh + Re eens Fr IN ov orcan sects 14.50 per gross 
IDG: 6 acs? ao ass JU per GONOS. .. oo... cok. 5.00 per gross 






PFISTER & VOGEL LEATHER COMPANY 
MILWAUKEE, WISCONSIN 
Tanners Since 1847 
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Ten Years— 


of constant spat making gives us the 
authority to say that ELITE SPATS 
are particularly desirable to the mer- 
chant Style—true workmanship and 
quality—all at a moderate price. 
In felt, 10 button, $12.00 a dozen. 
12 button, $13.50 a dozen. 
In Kersey from $21.00 a dozen up. 
All colors. Promptest deliveries! 


BROOKLYN SLIPPER CO. 
409-411 Osborn St. BROOKLYN, N. Y. 

















MANUFACTURERS PREFER 






They find ad- 
vantages in its 
use not otherwise 
obtainable. The 
correct way to 
show samples to 
best advantage. 
The ideal combi- 
nation for the re- 
tailer. 

The “DALCO” 
is quickly ap- 
plied and is ab- 
solutely rigid. 
It can be used with any size or shape of buckle or bow. This provides 
an unlimited range of styles for the retailer. 

A trial of the “‘DALCO” Bow and Buckle Support will show you why 
it is preferred to all others. 

Full information with samples upon request. 


DALRYMPLE-PULSIFER CO. 
Manufacturers 88 Washington St., Haverhill, Mass.,U.S A. 
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CHRISTMAS 
DECORATIVES 


You will find our new line 
of Holiday Decoratives the 
most attractive and effec- 
tive business bringers of the 
season. Every number has 
been created to make your 
window and interior dis- 
plays different from the 
common-place and_ there- 
fore more profitable. 


Our new catalogue shows 
hundreds of these new and 
exclusive creations in full 
colors that will enable you 
to plan your holiday win- 
dows and know just how 
your display will look. 
Send for a free copy now on 
your business stationery. 


THE ADLER-JONES CO. 


333 So. Market Street, 
CHICAGO 








91 











“HUBTIP”’ one SHOE LACES 


“WOVEN TIP’’ 


~ = TU Bi0e 
} 
As PAT. OCT. 15 1804 


“T RERE is no metal in the tips of “HUBTIP” 
remain aiways & permanent biack 
Made of fast coior laraid, will wear tv wice ‘eas long ¢ 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Ww M Men’s Women’s or Men’s 
$7 ln. per or Stags... - 20 = in. per gro. Strings.... 2.78 + in. per gro. Strings .... $3. or 
4 ity oe o iT) rae. i oe “ ii 


30 2.40 
Men’s 63 in. per gro. Strings. . -4. he G ASSORTMENT CABINET |D ASSORTMENT CABINET 
72 


36 pair 36 i in 
F ASSORTMENT CABINET 24 45 . 18 


48 pair 36 in 12 18 


gilt ot A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in. ORDER A TRIAL CABINET 


36 pair 36 in os} ig « Sa ° COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 
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Trade-marks in Foreign 
Countries 


the the. Sout of Protecting your Foreign 
"Moxico, the South American Girmetsies and 
Se ~P exclusive trade-mark rights 
or mark to the first applicant, of 


Roy ee. 


ler maintains a Patent and Trade- 


An extremely 
liberal profit 
in handling this new Nufashond product. 


A leather-finish lace that is better than real 


porpoise laces. 
Ask your jobber 
Samples upon request. Write us to-day 


The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabric Tip Shoe Laces 





CURCUROCECHOGECORGEQGOCERGROGEORRGERGRRRORREEES 


meu! iG 


Popo. OF LACE 
RPOISETTE SH 
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STUDY THIS 
ILLUSTRATION 


je Nathan Arch Sup- 
aes protection 
bane w tection is 
ron aa t is flexible, 
cushioned-of no metal 
construction and a 
wonderful su t to 
weakened a 
Sells po! er 10 





Coburn 
Trolley Ladders 


are simple, efficient, ine 
sive, saving timei in sales e ort. 


im- 
f 


justable Rubb. 
to be Blaced i: 
iately back o 
oused Spots 


Ay 
Cail 


NATHAN 


day free demonstration 
fo is a splendid sales 


elp. i 
Write us about it. 
SUPPORT CO. 

Dept. R. 
55 FIFTH AVE. 
NEW YORK CITY 


ANKLET 


ETT 
2 


Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


_ Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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Yes, provided you get 
the work out quickly without the tre- 


mendous cost of hand work. 

By the use of Goodyear Welt Shoe Repairing 
Machinery you do satisfactory work, and that kind 
of work is the only kind that will bring you more 
business and big profits. 

It is easy to get Goodyear Shoe Repairing Machinery. 
Drop us a card to-day and we'll tell you how to 
make good dividends in your repairing departments. 

Write to have plan sent you 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 


New York Brockton Milwaukee Rochester 


cago 
1423 Olive Street’ 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
3 verhill Philadelphia 'o 


708 Broadway 
Cincionant 





Johnson City, N.Y n Francisco Maribor 
30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street' 216 Chartres Street 
Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 


301 American Casualty Building, Reading, Pa. 




















Meet Mr. Metcalf, 
Gentlemen 


The Errand Boy Who 


Became Manager 


He plunged into the shoe game as errand boy 
for Lines Bros., Jamestown, N. Y., at 12 years 
of age. Two years later he was fitting shoes. 
He held this job 10 years, then left Lines Bros. 
for a better position. ‘After two years in this 
position,” Mr. Metcalf relates, “I was still 
thinking that I was about the best little shoe 
man in the State.” 


About that time, a “Wizard” salesman, after 
repeated attempts, succeeded in selling the 
“Boss” a few Style “A” Wizard Foot Appli- 
ances. After closing the sale, the salesman 
asked Mr. Metcalf whether he had ever taken a 
course or made a study of feet. Mr. Metcalf 
laughed, saying, “I have sold shoes for over ten 
years. That should be study enough for any- 
one.” To get rid of the salesman, Mr. Metcalf 
finally promised to look over the first lesson of our 


Free Course in Orthopraxy 
of the Foot 


“It took just one page,” says Mr. Metcalf, “‘to 
prove to me that I knew absolutely nothing 
about feet or fitting them. All the good opinion 
I had about myself was not due to my knowledge 
of feet or ability to fit them, but to being able 
to sell shoes fast.” 

He finished the lesson and anxiously awaited 
the second. He finished the course, received 
his diploma, and soon afterwards secured a 
position as head of the Orthopraxy or Foot 
Correction Department of the Walk-Over Boot 
Shop in Johnstown, Pa. From this position he 
has risen to general manager of the Jamestown, 
N. Y., store, all in about three years’ time. 


Mr. Metcalf 

says, “‘I never 

forget for one 

minute that 

I have to 

thank the 

Wizard Foot 

Appliance Mr. W.L. METCALF, Mgr. 
Company for W alk-Over Boot Shops, 

my knowl- Jamestown, N. Y. 
edge.” He 

says it has helped him in hiring salespeople. 
It enables him in a minute’s conversation to 
find out how little or much a prospective sales- 
man may know about feet. 

He tells story after story of difficult shoe fitting 
problems that he has solved, and foot ailments 
he has relieved with 


Wizard Foot Appliances 


We could give you hundreds of interesting 
accounts of men who have achieved success 
through the “Wizard” training. If you are a 
proprietor, and could use better skilled men; 
if you are a clerk ambitious to rise, write for 
full particulars. 

Ask about our Free Shoe Fitting Class Plan— 
also about our dealer weekly advertising plan, 
lantern slides, window cut-outs, package in- 
serts, etc. We help you SELL SHOES, as well 
as Wizard Foot Appliances. 


Wizard Foot Appliance Co. 


1686 Locust Street 
ST. LOUIS, MISSOURI 


v, 
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1919 October 1919 
Sun. | Mon.| Tue. | Wed.| Thu. | Fri. | Sat. 
1/ 2| 3| 4 
5| 6| 7| 8| 9)10/11 
12/13) 14/15) 16) 17) 18 
19} 20] 21 | 22| 23/24) 25 
27 | 28} 29)|30/31 


ONLY 7 WEEKS TO © 


Dr Scholl's National 


DEMONSTRATION WEEK 


1919 November 1 


Wed.| Thu. | Fri. 










































































When the 20,000,000 People Who Read Our Double 
Page Ad in the November 15th Issue of the 
| Saturday Evening Post 


§. start out to look for one of the shoe stores wherein Dr. Scholl’s Demonstrations 
are being conducted (as announced in that tearing big ad) will they find such a 
Demonstration going on in your store? If you intend to share in the benefits of 
this BIG WEEK and to get your share of the profits and the store prestige from it, 
you must let this ad mean 


YOUR DEMONSTRATION 


and it must be conducted in your store by 


YOUR PRACTIPEDIST 












whose diploma will be displayed in your window. If you have ra ye 
no Practipedist in your employ, we will give you and such of Se Fah 
your employes as you wish a FREE Home Study Course in a Pe 
the American School of Practipedics, which can easily we ? ty 
be completed in time. es 2 # 










GET IN THE GAME—IT’S A WINNER 

, We will help you hook up to this BIG WEEK ang 
to our heavy advertising campaign. Our Port 

folio tells you all about it. Send the coupor 













THE SCHOLL MFG. CO. 
2/3 W Schiller Street, CHICAGO 


EW YORK-TORONTO~LONDON-PARIS 
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IN S gi O CK for Immediate Shipment 


MAT GOAT COLONIAL (Genuine Turn) 


212 Last 


17/8 Covered 
Full Louis Heel 
Aluminum Plate 


oe 
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—— a a es 


OCI Ic 


No. 444 


$8.15 


a ae ae 
—_s 
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Price subject to change 


_—— — s — a a oe oo a ol 











; without notice Turn Sole : 
IN oes ssckcessapsiersemag lO Meine sss ealleet ne 3 t8 
Neer ee ee. ee Ome re 2%to8 & 
Rea ae ae SFG eee ee ee ae aca 214 to 8 
CP org & Ca, 
ROCHESTER,N.Y. 


New York Office, 127 Duane St. 
E. H. Talbott, Jack Galway 
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At Y ue That’s where to have all 
our the information pertain- 
ing to your business. 


* 
Finger Full facts and figures 


just when and where you 
can refer to them quickly—a 


















REG.U.S paT.OF 





TRADE MARY 








e 
Tips complete summary of the busi- 


ness you are doing at a glance— 
can be yours if you install the Tarco Shoe 
Store Record System. 








It has eliminated worry and loss in hundreds 
of shoe stores all over the country. It has 
enabled merchants to plan, buy and sell 
accurately. 





Write for Complete Facts. 





Tallman-Robbins Co. 
314 W. Superior Street ° 
CHICAGO 












THEY REST THE NERVES 


Study These Features: 


- PATENTED SHOCK ABSORBER. 
WATERPROOF DOUBLE LAYER IN- 
SOLE. 

NAIL-LESS HEEL SEAT. 


BEST QUALITY OV BOUT EIGHT 
FLEXIBLE OAK BEND. TSOLE. 


FULL GRAIN DARK TAN ELK UPPER. 
CUSTOM INSIDE STAY. 
GOODYEAR STITCHED. 


Made in C, D and E widths. Sizes: 
6 to 8; 8% toll; 12 to2. 









AAT Pe we 


The new catalog is 
ready to send out. 
See the Marathon 
line of boy’s, girl’s 
and men’s quality 
shoes. r for 


Maiathon Shoe Co) 


WAUSAU, WISCONSIN 


prices. 
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Buy These Specials Today! 


IN STOCK | IMMEDIATE DELIVERY 








You will demand more of 
this merchandise .soon after 
your first order. Fill in your 
stock at these prices. 







Good Shoemaking and 
Snappy Styles — the best 
values quoted today! 








Black Kid Blucher 
No. 4010 

Fine Black Kid Blucher Style 

Lace Shoe. Flexible Oak Sole, 

Goodyear Welt, Stitched Tip, 

Comfort Toe, Rubber Heel. 














Women’s French 


i" Widths D & E. Sizes J bs . 
Russia Veal 3/7, 3/8, 34/7, 3346/8. *'$ 1 Growing Girls 
No. 4009 Ps os ntimriicceunmenen No. 4007 



























French Russia Veal Lace, Growing Girls’ Fine Russia 
Concave Cuban Heel, Imitation ‘ P Veal Lace, Stitched Tip, School 
Stitched Tip, Solid Oak Soles, Quick Shipments to any Heel, Solid Oak Soles, Good- 
Goodyear Welt. Widths, B, C, part of U.S. A. year Welt. Widths ¢ amy. 65 
D, E; Sizes 34-7, § C, D, E; Sizes 214-6, 7 
314-8, 3--7, 4-7. Price nee OD 50 ORDER NOW 3-6, 3-7. Price 
ee 





HAMTON SHOE CO. 


26 S. Wells Street Chicago 
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Why You Should Wait 


for the Keds Salesman 


I. 


II. 


lil. 


IV. 





Becaus e KEDS for | 920 are the most extensive and com- 
plete showing of fabric footwear ever presented. 


. KEDS are made by the largest rubber manu- 
Because facturers in the world—the pioneers and leaders 


in fabric rubber sole footwear. 


KEDS advertising has made KEDS a magic 
Because word—and because the 1920 advertising cam- 


paign will be more extensive than ever. 


KEDS have a greater consumer demand than 


B ecause any other fabric footwear line. 


Wait for the Keds Salesman! 


United States Rubber Company 
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BOOTS AND SHOES 


Rubber Footwear An Aid to Personal 
Economy 

The retail shoe trade is beginning to 
consider the subject of rubber footwear, 
and is now insisting on instant deliveries 
of belated orders. Meanwhile that por- 
tion of the trade which depends on the 
jobbers for stocks is now buying with 


more avidity than the meteorological * 


conditions would seem to warrant. 
There are those among the trade who 
reason that with the high cost of shoes, 
this Winter will show a more general 
vogue of rubber wearing among eco- 
nomical people. Rubbers are cheaper 
than new shoes, and old shoes which are 
not weatherproof can be worn under 
rubbers. In fact, many people make a 
practice of wearing only old shoes under 
rubbers, claiming that new shoes are 
injured by perspiration if thus covered. 

The factories are busy, and are be- 
hind on their orders, but the trade 
generally is not suffering on that ac- 
count, because of weather conditions at 
present, though the demand is likely to 
become insistent at any time after this 
date. 

TENNIS LINES 


Early Orders Large; Good Season 
Predicted 

Reports of early orders, following the 
announcements of new prices are to the 
effect that shoe dealers, wholesale and 
retail, are sending in their orders for 
next season’s tennis goods in larger 
amounts than is usual at this early 
date. The high cost of leather goods is 
in part responsible for this, while an- 
other cause is ‘the widespread labor 
unrest, which may interfere with any 
trade, at any time, and which might 
possibly delay deliveries, or even pre- 
vent the making of the goods later. 
Wise tradesmen in all lines are endeavor- 
ing to forestall such possible difficulties, 
by early ordering. Another reason is the 
fact that prices have advanced far less 
in tennis lines than -in many other 
kinds of manufactured merchandise, 
and while orders taken now are to be 
delivered at present published prices, 


The 
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these prices are subject to change at 
any time, and we all know that any 
change which may come, would be an 
advance. These are all good reasons 
for ordering early, and account, in some 
measure, for present activity. 


CRUDE RUBBER 
Higher Prices Increase Traeing, 
But Is Quieting Down 


Last week showed an increased ac- 
tivity in the crude rubber market, ac- 
companied by an advance of prices, both 


. at shipping points in the Far East and 


in London, with consequent higher 
quotations in New York. Both spot 
and forward quotations moved up 
sharply, the advance in some grades 
being 8 to 9c over previous prices. 
Those dealers and brokers having con- 


. tracts rushed to cover, and a lively 


market was the result. However, 
prices receded during the week, though 
they are still notably higher than before 
the higher movement began. First 
latex pale crepe is now quoted 52c for 
spot, 52)4c for the rest of this year, 
53c for January-June and 53)4c June- 
December. Ribbed smoked sheets are 
a cent less than these figures for corre- 
sponding dates. 

Para grades are somewhat easier, up- 
river fine being offered at 5434c, thus 
narrowing down the margin between 
wild and cultivated rubber. The cause 
of this is the heavier receipts. In 
August, last year, there were imported 
into the United States 1,744 tons, 
while in August, 1919, the importation 
of Brazilian rubber was 2,594 tons. 
South America is doing better than last 
year, having exported during the fiscal 
year ending June 30, 1919, 73,061,190 
pounds, an increase of 12,543,421 
pounds over the previous twelve 
months. 

A notable falling off is recorded in 
guayule during the last few months. 
August, 1918, arrivals were 111 tons, 
while August, 1919, arrivals were but 
41 tons. Centrals, however, make a 
better showing, August, 1918, receipts 
being 32 tons, and August, 1919, arrivals, 
74 tons. 


er Realm 
Weekly Market Review of Rubber 
Footwear, Supplies and Prices 
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Upriver fine para.........5434@.55 


Islands fine............ 48 @.48% 
Upriver coarse......... .33 @.33% 
Islands coarse.......... .22 @.22% 
Caucho ball upper...... .33 @.33% 
Caucho ball lower...... none 
sie ors cidade osmiese -214%4@. 22 
First latex pale crepe... .52 @.524% 
Smoked sheets........ 51 @.51% 
BeOWR CONG. .06.0.0.00005 -42 
Centrals and Mexicans.. .32 @.35 
Guayule (20 per cent 

MINE 5c. csccctcscs «27 


SCRAP RUBBER 


Market Continues Almost Feature- 
less 

There is a more hopeful view taken 
by scrap rubber dealers in the higher 
quotations of crude rubber. But now 
that some reaction is noted, dealers are 
disinclined to purchase, except at the 
lowest rates. Business in scrap boots 
and shoes are fairly steady on the mod- 
erate basis of the past several months. 
However, collectors are holding, rather 
than selling at what they consider sacri- 
fice prices, and dealers who have bought 
have paid from $7.10 to $7.30 per 
hundred, f.o.b. shipping point. Re- 
claimers are buying only as needed, 
with but moderate demand noted for 
their product. 

We quote spot prices paid by dealers: 

Boots and shoes: $7.20 to $7.40 in 
Boston; $7.10 to $7.30 in New York; 
$7.05 to $7.20 in Philadelphia; $7.00 to 
$7.20 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other.markets. 

Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 


Russians Pay High for Rubbers 

It costs something to wear rubbers in 
Moscow. The Soviet Government has 
imposed a tax on rubber footwear. Any 
person who can afford to buy a pair of 
those Russian goloshes at a cost of 
300 to 400 rubles a pair ($154.50 to 
$206.00 normal exchange) must pay an 
extra tax to the local Soviet of 20 
rubles ($10.30). There are likely to 
be some wet feet in Moscow this Winter. 
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Ready To Ship 


One of Sixteen New Stock Boots 


STYLE 981 


GOODYEAR WELT 





BARNET’S No. 27 RUSSIA CALF 


A—3 1/2—8 C—2 1/2—8 
B-3 —8 D—2 1/2—8 
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PRICE $9.25 








| 


A. M. CREIGHTON, Lynn, mass. 


Send for Catalog of New Fall Stock Styles 
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LYNN STYLES 


Pump and Biue Satin 
Eyelet Ties 


Quaker 


A Quaker pump, one of the newest 
styles in Lynn, has a seamed vamp, of 
the gypsy style, a Keystone tongue, 
which is an entirely new pattern, a 
colonial buckle, and a 14-8 heel, that is 
commonly called a military heel, but is 
called, in this particular case, a Quaker 
heel. 

A blue satin one-eyelet tie, with a 
covered wood heel and a white top lift 
on the heel, as well as a white sole on 
the forepart, appeared recently in a 
promenade on Lynn boulevard. It was 
being tested out as a 1920 model. 


Conservatism Is Noted 


However, the bulk of Lynn styles are 
conservative. Eighty per cent of the 
leather that is being cut in one factory 
is black, and in another factory 90 per 
cent of the leather is black, About half 
the leather is patent stock. Both these 
shops make a specialty of shoes for the 
New York trade. They show the size 
of the prevailing demand for black 
shoes. 

Low-Cut Increase 


Lynn factories are increasing their 
output of low-cut shoes, for Winter 
wear, and already are making some 
pumps, oxfords and ankle ties for next 
Spring and Summer. All the shops are 
running to capacity. 


NEW PUMP FEATURE 


Last Making Nine-Tenths of Pump 
Fitting 

The best of the new pumps have 
fitted shanks and foreparts, as well as 
fitted heels and toes. The last modeler 
is the fellow who provides for them. He 
whittles his last to provide for a slim 
shank and a sunken forepart, and the 
laster and the leveler make the shoe 
accordingly. So, when the clerk fits 
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Lynn 


the pump to the lady’s foot, the foot 
slides down easily into the shoe and 
stays there. It fits the foot like a stock- 
ing, and it does not gape at the side, 
nor slip at the heel. Altogether, last 
making is about nine-tenths of pump 
fittirig. 
A WINTER PUMP 


Calf Leather, 
Sole 


A pump, of A. C. Lawrence mahogany 
calf leather, rather a heavy weight, with 
a heavy welted sole, is being made by 
the Travers Shoe Company, for the New 
York trade. It has a four-inch vamp 
and a 14-8 heel. It is heavier than the 


Mahogany Welted 
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ordinary pump. It is for Winter wear. 
The same firm is making Quaker pumps, 
and is trying out a gypsy pump, with a 
tongue and strap trimming. 


Ankle Ties 
The best selling shoes in the Rogers & 
Briggs’ lines are ankle ties, one and three 
eyelets, of patent and dull black leathers. 


To Trade Conference 
Albert R. Merrill, of Hilliard & Mer- 
rill, will attend the International Trade 
Conference at Atlantic City, October 1. 
His firm is one of the country’s leading 
producers of cut stock, and it is active 
in developing foreign trade. 


New York City 


FALL FOOTWEAR 


Oxfords Popular—Many Evening 
Slippers Sold 


Warm weather has delayed a real 
rush for Fall shoes by the men and 
women of New York, but retail shoe 
merchants report a satisfactory business 
despite the adverse weather conditions. 
At present oxfords continue to lead 
high shoes in sales and many of the 
merchants expect this condition to 
continue until mid-winter. Both from 
the standpoint of style and economy, 
say the shoe men, oxfords have become 
the popular Fall footgear in New 
York. 

With the beginning of the social 
season and the return of New York’s 
wealthy people from the country and 
seashore homes, business in women’s 
evening slippers has taken a spurt. 
Black satin slippers appear to be the 
favorites, but many calls for colors have 
been received. In nearly every case 
a pair of rhinestone buckles accompanies 
the evening slippers in the sale. 


Two-Button Pump 


Both shoe stores and department 
stores are displaying Fall shoes in their 
windows. Most of the displays consist 
of oxfords and pumps for women as 
well as high shoes. Hanan & Son are 
showing an attractive black kid two- 
button pump with a colonial tongue, 
that is said to be a good seller with 
the high-class trade. The pump is 
priced at $16. Many silk and satin 
topped patent leather high shoes for 
women are shown in the windows, but 
aciual sales of these have not been 
large, according to the merchants. 


Brogue Effects 


In men’s shoes displays and sales run 
largely to brogue effects. Low brogues 
in cordovan, Russian and Norwegian 
grain leather and in tan calfskin are 
selling well. The presence of foreign 
military officers in New York during 
the past few years, most of them wearing 
brogues of one sort or another, is 
believed to be responsible for the 
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W Womens Shoes ~ 





The Line of 100 Styles 
of Comfort Shoes 






and M 

Lined — Men‘s Slippers. 

TIMSON BROS., Inc. 
Bost ston, Mass. 














Tober-Saifer Shoe Co. 


N@VELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Leuis, Mo. 








IN-STOCK 


Deliveries At Once 
Black Kid, High and, Low 
ee tr oe 

Goodyear ae — "$88 


Brown Kid 
Selected Stock * ‘Terms 2-10 


net 30. 
BARNETT SHOE CO. 
110-112 Summer St., Besten, Mass 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 


COLLINS & STAPLES 
_ [Makers of HAND TURNED 
PUMPS 
Leather, Satin and 
White Cloth 
Factery,118 Phoenix Rew 





















2 Besten Office, 118 Linceln St. HAVERHILL, MASS. 


MDiv THAT ARE WINNERS 


SHOE, 
WW TURNS~”"° MAYS 


RARTMAR SHOE COMPANY 


IAVERHAILL, MASS 











fi6 Duane Sreant. | New Yorn. 
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brogue in civilian footwear 
now. 


INTENSIVE CAMPAIGN 
In Behalf 


vogue 


of Bush Terminal 
Building 


Arthur I. Benedict, manager of the 
shoe department of the Bush Terminal 
Sales Building,is among the 17 depart- 
ment heads and their assistants now in 
Philadelphia working on an intensive 
campaign to get more manufacturers 
and buyers into this merchandise 
establishment 
Benedict has a list of more than 40 
shoe manufacturers in the city of 
Philadelphia and vicinity on whom he 
will call. The campaign is expected to 
run for three or four weeks. Extensive 
advertising in the Philadelphia papers 
is supporting the campaign. The co- 
operation of the Philadelphia Chamber 
of Commerce as well as other trade 
associations has been secured. 


[| NEW TENANTS 


Three Manufacturers Take Offices 
at Bush Terminal 


The A. H. Crafts Company, Inc., 
shoe manufacturers of Manchester, 
N. H., with headquarters in Boston, 
has taken an office on the fourteenth 
floor of the Bush Terminal Sales 
Company and soon will show Spring 
samples. The office is situated on the 
42d Street side of the building and is 
one of the largest spaces on the two 
sboe floors in the building. 

The General Footwear Company, 
manufacturers of bathing shoes and 
spats, is among the new firms to be 
represented in the selling service of the 
building. The four new cases, with 
glass shelves and electric lights, to 
be devoted to the selling service on the 
fourteenth floor, have been completed, 


in New York. Mr. . 
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and the displays will be installed as 
soon as new contracts are made and 
samples are received. 

The Lockhart Spiral Service Leg- 
gings, Inc., also have taken space in the 
selling service department in the Bush 
Terminal Sales Building. The firm’s 
headquarters are at 244 Broadway, 
Brooklyn, N. Y. 


AMONG THE MANUFACTURERS 


Canvas Shoe Orders In 
October 


Place 


According to local manufacturers and 
their representatives, a large number 
of retail shoe merchants are in the 
market now making their Spring 
purchases. Few salesmen have been 
sent out on the road yet, and some 
manufacturers are debating whether 
or not it would be wise to keep the 
travelers home this year. It seems 
apparent that all the business necesary 
to keep the factories going can be taken 
from buyers in the market. Many 
manufacturers will accept no orders 
unless they have the leather in stock to 
cover themselves. Some say that the 
retail merchants are purchasing heavier 
than usual. In many cases orders are 
taken with the provision that merchants 
may cancel if they see fit, lateron. This 
arrangement covers the merchant 
against loss in case prices decline and 
usually causes him to purchase freely. 

Manufacturers of canvas and outing 
shoes are notifying their customers 
that orders must be placed in October 
and November if deliveries are to be 
made in time for the season next Sum- 
mer. 

Early purchases of Spring stocks run 
largely to one and two eyelet pumps, 
oxfords and sport shoes. Black is 
being taken in larger quantities than 
usual for Spring. 


Philadelphia 


RETAIL TRADE SPOTTY 


It’s Increasing, But in Sporadic 
Fashion 


Slowly, retail sales of Fall footwear 
are increasing. Slowly and _ jerkily 
would be a little more expressive per- 
haps, because Philadelphia weather is 
fickle. Just about the time sales seem 
to strike their pace a warm spell “butts 
in” and spoils it all. Still, business is 
getting livelier. 

So far, there is every indication that 
it is going to be a good season for black 


shoes, particularly in women’s lines. 
This does not mean, however, that 
mahogany shades have lost their popu- 
larity to any violent extent. But there 
is a noticeable difference in demand, and 
the new season’s goods have been on 
sale long enough now to make the ob- 
servation significant. 

~ It is also noticeable that the really 
cheap shoe (always using that term 
comparatively these days) is not at all 
as popular as it used to be. The public 
demand apparently is crystallizing 
around the range from $8 to $13 or $14. 
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GUIDING DEMAND 
Window Displays Have Big Influence 


Philadelphia merchants appear to be 
a unit in the way they are using their 
window displays to guide the consum- 
er’s choice. A tour of the stores dis- 
closes nothing really worth mentioning 


in the way of extreme styles, particu- " 


larly those of contrasting colors. 

Here and there colorful suggestions 
are placed in the windows, but they 
are very few and far between, with the 
result that virtually all the stores report 
very little demand for other than con- 
servative colors. The bulk of the buyers 
here declare that they are purchasing 
very little that is not conservative. 

From all quarters come reports of 
very good sales in children’s footwear. 


FACTORIES BUSY 
Conditions Are Fairly Satisfactory 


The Philadelphia factories are all 
busy, and considerably more concerned 
with their ability to turn out the goods 
than with their ability to sell them. 
Business so far booked continues to be 
very satisfactory in view of conditions, 
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but there is no doubt that further ad- 
vances in leather are going to have a 
very dampening effect on the manufac- 
turers. So far as can be learned, how- 
ever, the industry in this city is fairly 
well supplied with raw materials. The 
general tendency is to regard the present 
manufacturing season as one demanding 
a very careful balance between sales 
booked and production schedules. 

For the rest, conservative styles ate 
decidedly the rule in the offerings of the 
Philadelphia factories, the majority of 
which report that they are making no 
effort to produce any novelties. 


REGARDING SPATS 


Philadelphia Men Just Won’t Wear 
°Em 


Spats, which are reported to be selling 
splendidly in other sections of the coun- 
try, notably in New York and the Mid- 
dle West, are finding only a most moder- 
ate demand in Philadelphia for men. 
With the women it is different. Spats 
can be sold to women, and are being 
sold to women, but with them even it is 
a much harder job here than in other 
cities. 


Indianapolis 


BUSINESS IS BRISK 


Shoe Merchants Welcome Any In- 
vestigations 


The high cost of living problem and 
the Government’s investigations and 
efforts to establish a fair price scale 
throughout the country have caused no 
apparent falling off in purchases of 
men’s and women’s footwear in Indi- 
anapolis. 

Sales at the present time are especially 
good and no apprehension is felt. Men 
or women seem to be buying just as 
freely as they did before all the talk 
about probes and profiteering started, 
local shoe merchants say, and are mak- 
ing no comment on prices except the 
occasional frank and good-natured re- 
marks concerning the facts of higher 
prices than they had paid formerly for 
the same goods. , 

So far as the various investigations 
are concerned the local shoe merchants 
appear to be more or less elated. They 
believe that a thorough probe on the 
part of the Government, county or city 
officials into their business will serve to 
convince the public of the increased 
overhead expenses, together with other 
increases, with which the retail mer- 
chants are forced to contend at present. 


FAIR-PRICE COMMITTEE 


Claude H. Crowder and Edward F. 
Stout Are Members 


Claude H. Crowder, president of the 
Crowder-Cooper Shoe Company, whole- 
salers, and Edward F. Stout, president 
of the Stout Factory Shoe Company, 
were named as members of the fair- 
price committee for Marion County, 
which was appointed by Stanley Wyck- 
off, Federal Food Administrator, in 
keeping with the request of the attorney- 
general of the United States. The com- 
mittee is composed of 13 members, 
representing wholesalers, retailers, la- 
boring men and women. 


CHILDREN’S FOOTWEAR 


The New Dimel Shoe Store Will 
Specialize 


The Dimel Shoe Store, recently 
established at 131 North Michigan 
Street, South Bend, Indiana, by George 
Dimel, formerly manager of the Kinney 
Shoe Store of that city, has been for- 
mally opened to the public. Complete 
new fixtures have been installed, giving 
the place a clean, well-lighted interior. 
A complete line of men’s, women’s, 
misses’ and children’s shoes are carried 
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PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street 7 Haverhill, Mass. 
Boston Office, 207 Essex Street 
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BULLETIN NO. 3 
The Styles we can show 
embrace new and novel 
models of women’s welts. 
pin Lge meee are 
— Fes ttractive. 

brown, brown 
vamp, field-mouse top, pat. 
vamp,  field-mouse top. 
Immediate delivery. Prices 
will please you. 
“2 SCHAPIRO SHOE Co. 
73 South St., Boston, Mass. 











BOUDOIR SLIPPERS ,", 
Black, $1.60 
Reds and Tans, $1.75 
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Haverhill, Mass. 





Childretis Shoes 








Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 
HenryKleine & Ce. 
Chicago 











SOFT SOLES 


We make a 
~ line of Soft ‘Sole 
aby Shoes. 
Send for price list. 
THE REYNOLDS SHOE 
& GLOVE CO. 


So. W. Cor. 3d & Main Sts. 
Cincinnati, Ohie 














senncenscens 


SOFT SOLES 
A Wonderfui Line for the 
Who ler 


lesa 
All nee A 
ranging i 
from #8.60upwarda 
Pui y ~ in ell 
mp Sen 
eae | colors, 1 


and why omen 





NU BABY SHOE CO fect L 














rere To Buy 
ens Shoes 








STOCK DELS <> 


1S AT YOUR SERVICE 
THe STETSON SHOE CoN 
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Stacy Adams Ce. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
MASS. 




































Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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now, but Mr. Dimel hopes in the near 
future to discard the selling of men’s and 
ladies’ shoes and specialize in footwear 
for children, being the first store in 
South Bend to adopt such a policy. 


INDIANA NOTES 


Howard jJ.. Schneider 
Detroit 


Goes to 


Howard J. Schneider, formerly mana- 
ger of the Feltman Shoe Store at Rich- 
mond, Indiana, and who has just_been 
discharged from overseas service, has 
gone to Detroit, Michigan, where he 
will take charge of the new store that 
is being opened there by the Feltman- 
Curme Company. 


No Price Advances 


The price of shoes at Alexandria, 
Indiana, will not advance in the next 
year, according to merchants there. 
L. S. Mahoney, owner of a large shoe 
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store at Alexandria, says that any report 
that shoe prices are going to advance 
there is false. He said all the stores 
had bought stock to last for the next 
year and the price will increase only 
when new stocks are bought. 


NEW SHOE STORE 


F. T. Tappan to Open at Goshen, 
Indiana 


F. T. Tappan of South Bend, Indiana, 
and his brother-in-law, G. F. Bernard 
of Goshen, have leased the building 
formerly occupied by the Collins drug 
store at Goshen and will open a retail 
shoe store soon. Mr. Tappan was for 
many years a shoe manufacturer at 
Coldwater, Mich., but more recently 
has been engaged in the retail shoe busi- 
ness in South Bend. The Chicago 
Newspaper Agency, owned by Mr. 
Bernard, will be consolidated with the 
shoe store. 


Sprin¢field,Mass. 


SHORTER BUSINESS HOURS 
Shoe Stores Close at 5.30 P. M. 


The merchants of Springfield have, 
for the first time in years, united upon 
an agreement to close their stores at 
the same time. Beginning September 
15, at the expiration of the Summer 
schedule 5.30 p. m. was adopted unan- 
imously. The department stores 
naturally were the originators of shorter 
business hours and merchants in other 
lines have seen the futility of pulling 
against the tide of public sentiment. 


NEOLIN WEEK 


A Strong Publicity Campaign Is 
Waged 


The last publicity campaign on 
Neolin soles and Wingfoot rubber 
heels that is being carried on in all 
parts of the country by the Goodyear 
Tire and Rubber Company is proving 
of great help to the merchants. By 
running full-page ads, furnishing good 
window display material and putting 
guarantee tickets on every pair of shoes 
built with Neolin soles they are showing 
unusual co-operative zeal, and Spring- 
field stores should note an increased 
business in these lines. 


SHOE STYLES 
All Black Boots the Best Seller 


We note in this vicinity an inclina- 
tion to purchase black boots far in 
excess of other years. Ordinarily our 


early Autumn sales are made largely on 
colors and brown boots, but this season 
either the high prices or some other 
cause has slowed up the sale of such and 
increased the sale of all black boots. 
Dark brown calf military heel boots 
are also selling freely, but the delicate 
shades and colors are very weak. Some 
large merchants are making a strong 
effort to push grays of all kinds, as they 
are carrying far too many of these: 


LOCAL FAIR 


Business of 
Merchants 


Shoe 


Increases 


Hotels and retail stores profited by 
the throngs of people who attended the 
Agricultural and Industrial Fair at the 
West Springfield grounds. The attend- 
ance on Wednesday, September 17, was 
35,000. The McElwain Company of 
Manchester had an attractive display 
at the State of New Hampshire section 
in the Manufacturers’ Building. 


BOOMING 1920 CONVENTION 


Meeting to Be Held About Middle of 
October 


Arrangements are being made by 
President West of the local Shoe 
Retailers’ Association to hold a get- 
together meeting about the middle 
of October to stimulate interest in the 
National Shoe Retailers’ Association 
Convention in Boston next January. 
Some of the officers of the National 
Association are to be there and make 
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addresses. It is planned to hold a 
dinner party, as this seems to be the 
best way to reach indifferent members. 


GENERAL ITEMS 


from Local Shoe 


Stores 


News Notes 


Charles Murray has resigned from the 
Brown Bootery to accept position as 
assistant manager in the Meekins, 
Packard & Wheat Company shoe 
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department. Mr. Murray will have 
charge of the shoe department on the 
ground floor where the medium-priced 
lines are kept. 

Harry McRell of the Morse & Haynes 
Company returned Saturday from a two 
weeks’ trip to New York. 

Mr. Schulwalker, proprietor of the 


‘Walkover Store who came from Cleve- 


land the first of the month, will remain 
here during the Fall looking after his 
interests. 


Worcester Mass. 


SHOE MEN MEET 


Initial Fall Gathering Full of 
**Pep’”’ 


The Worcester Shoe Retailers’ Asso- 
ciation held a rousing meeting Septem- 
ber 11. This was the initial gathering 
of the Fall season. The meeting was 
full of ‘‘pep,’’ and a large number of 
members attended. 

After a chicken dinner as the first 
order of business, at the Warren Hotel, 
the association’s headquarters, Presi- 
dent Hollis B. Scates’ letter to the 
editor of the Worcester Telegram, also 
National Secretary Meyer’s letter, 
boosting the Boston Convention, were 
read and received much applause. 

It was voted to change the date of 
meeting from October 9 to October 23, 
when the Attendance Committee of the 
National Shoe Retailers’ Association 
1920 Convention will visit Worcester. 

A special committee was appointed to 
get every shoe man in town and near-by 
towns to attend the October 23 meeting. 


LOCAL NEWS BRIEFS 
Regarding Men and Events 


Fred F. Spaulding, formerly of Besse 
Bryant Company, has been engaged by 
Denholm & McKay as manager of 
their under-priced shoe department. 

Mr. Hart, manager of the G. R. 
Kinney Co., 160 Front Street, has 
been visiting his home at East Liver- 
pool, Ohio, the past week. 

The retail shoe merchants of Boston 
who suffered such uncalled-for loss of 
shoes and damage to stores during the 
recent riots, have the sincere sympathy 
of all the retail shoe merchants of 
Worcester. 

Inquiries regarding the Worcester 
Style Show, held last April, have been 
coming to the secretary of the Worcester 
association from far-away Texas, also 
from South Carolina. 

The F. G. Collins Shoe Store, 552,Main 
Street, was broken into one night last 
week. The thief was a real good fellow 
and took only $7. 


Rochester 


ORGANIZATION WORK 


An Excursion to Syracuse 


Planned 


Rochester shoe merchants are plan- 
ning an excursion to the Salt City in 
the near future to assist Ernest N. Park, 
president of the New York State Retail 
Shoe Dealers Association, in organizing 
the shoe merchants of that city. 

At the weekly meeting of the Roch- 
ester Retail Shoe Dealers’ Associa- 
tion, William Pidgeon, president, made 
the announcement that the aid of all 
the members would be appreciated 
in helping Mr. Park organize his home 
city shoe merchants. 

Harry Phelan, secretary of the New 
York State Association; Harry A. 


Chase of The Shoe Retailer, and 
R. L. Seward of the “‘Boot and Shoe 
Recorder”’ assured their support. 


Two New Stores 

Report from headquarters of the 
Newark stores promise two new shoe 
shops for Rochester. One store will be 
located on Main Street East, in the 
Herald Building and a second store will 
be opened on Franklin Street near 
Main. The Newark Company already 
operates two stores in this city. 


EXTENSIVE ALTERATIONS 

William Pidgeon, Jr., 
New Front 

The store of William Pidgeon, Jr., at 

75 State Street is to have a new and 
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F. E. JONES COMPANY 
covors MAT KID 


95 South Street, Boston 








Manufacturers of 


Exclusively 
Fine Calfskins 


HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 








GUARANTEED 

HUB TWO YEARS 
ow RE Hub Gore means Goalies « and 
Service, because of 
Materials and Highest Skilled 

Labor are Used 

eouven OFFICE NEW YORK OFFICE 
Chauncy St. 395 Broadway 























TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 

Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 





) STANDARD 
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7 “ 5 












The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. %Seuth Street 


Tanneries at Danversport 











DO YOU KNOW? 


that you can buy it—or 
sell it— through the 
“‘Where to Buy” columns, 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 











omy 








COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 














Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 











No matter what policy you may 
pursue in selling to the shoe trade, 
mevertheless, you need the 


Boot and Shoe Recorder 
All the Time 








SYSTEMS IN SHOE 
STORES 


ar renga accessories, specialties; 
what to use and where to get it, 
1s a part of “Recorder” service to 
merchants. 
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_up-to-date front, and new mahogany 


fixtures are being installed which will 
make the store one of the most at- 
tractive and modern stores of the 
city. 

At the present time the store has 
only one display window, but the new 
plans call for two large windows which 
will give ample facilities for displaying 
the latest in boots and shoes. New 
lighting fixtures are being installed 
which will provide daylight illumina- 
tion at all times. 
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IN THE SHOPS 


High Shoes and Browns Selling 
the Best 

Reports from various shoe stores 
in the city indicate that browns are 
selling best. Women’s high lace shoes 
and lace oxfords in dark tan and 
medium browns are the big sellers 
everywhere. There is little call so far. 
for button shoes and local merchants 
feel that they were correct in their 
assertion that they would not be 


popular. 


New Orleans 


BUSINESS BRISK 
Suede Leathers and Low Shoes in 
Demand 

New Orleans retail shoe merchants 
report good business during the past 
two weeks, there being a big demand for 
suedes, while oxfords and Colonials are 
still in great demand, due to the fine 
weather conditions that New Orleans 
has been enjoying. 

Manager George Hogan of the Marks 
Isaacs Company, Ltd., shoe department 
reports that suedes are going strongly, 
while high lace boots are beginning to 
get the call. Dark browns, beaver 
browns, field mouse and grays are going 
to be in great demand according to Mr. 
Hogan. 

A Clearance Sale 

Rene Robert, manager of the Leon 

Godchaux Company, Ltd., shoe de- 


partment, is having a big clearance sale 
“‘knocking”’ down values up to $12 for 
$5.95. 

Manager Phil Schiro of the Roth 
Shoe Store says business was never 
better, while manager Sol Stern of 
Maison Blanche Shoe Department 
shares the same opinion. Suedes are 
going strong at the Maison Blanche. 


High Shoes Selling 


Louis Sporl reports that pumps, ox- 
fords and colonials are still selling. 
Alphonse Verlaque, another popular 
retail merchant in the lower section of 
the city, also reports oxfords moving 
well. “High cuts are beginning to 
sell,” said Mr. Verlaque. 

Manager Ed Wild of the Crossett 
Store returned from an extended busi- 
ness trip to the Eastern shoe markets. 


Cleveland 


THE RETAIL TRADE 


Larger Merchants Have Placed Ad- 
vance Orders 


Cleveland retail shoe merchants are 
having an extraordinary experience 
just now. The shoe travelers are not 
soliciting them as strenuously as they 
have in former years. There was a time 
when a great many merchants, at cer- 
tain times, looked up and whispered 
when they saw the smiling countenance 
of a shoe traveler within their thresh- 
hold, “‘Oh, pshaw!”” Now these same 
merchants in Cleveland are saying “Oh, 
pshaw!”’ when they look at their stocks 
and wonder why the traveler doesn’t 
come around as frequently as in the old 
days. 

Several of the largest stores in Cleve- 
land were visited the other day, and in 
each of them the complaint was made 


that it is difficult to keep the stock up. 
The larger merchants in Cleveland have 
ordered their stocks far in advance. 
There are more future orders placed— 
and much further into the future than 
ordinarily. 


Re The Steel Strike 


The strike of steel workers has aroused 
a feeling of uneasiness among mer- 
chants, who are anxious to meet the 
demands of their clientele, who have 
been educated to deal with them through 
long years of good service. 


SPRING STYLES 
When and What to Buy for Spring 


That is a pretty big subject and a 
most important one for the retail mer- 
chant these days of uncertain markets 
and uncertain of supply of shoes. 
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Members of the Northern Ohio Shoe 
and Leather Club, an organization 
founded by Cleveland shoe men, dis- 
cussed that question at the first meeting 
of the club in 906-08 Hotel Cleveland, 
Wednesday evening, Sept. 24, 1919, at 
8 p. m. 

The arguments were many and 
varied. There were many men of many 
minds present, and the mass of ideas 
advanced was voluminous. 


SEPTEMBER SALES 


Tans and Patent 


Leathers 


September sales are holding up and 
the volume will establish a new record 
for the month. 

There is a strong demand for tans 
and patent leathers; in fact, the taste 
runs stronger to these goods than it 
ever has before. 

E. F. Buzek of the Cleveland Shoe 
Company says that this big run on 
patent leathers means higher prices for 
this particular brand of goods. He ex- 


Demand for 
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plained that patents cannot be made 
from green leather. Only well-cured 
hides can be used and this reduces the 
turnover for the manufacturer, who is 
forced to produce heavily on patent 
leathers. 

“The price for patent leathers has 


, gone up higher proportionately than on 


any other leather,” said Mr. Buzek. 
‘This is because of the great demand for 
the goods. Sharper advances are due 
and I predict that within the next 60 


days a general advance will be made in. 


the prices for all shoes.” 


AN INVITATION 


Extended to the Local Shoe Mer- 
chants 


To facilitate business transactions, a 
general invitation has been extended by 
H. L. Bowers, secretary of the Northern 
Ohio Shoe and Leather Club, to all shoe 
merchants in Cleveland and Northern 
Ohio cities, to make the club rooms, 
906-08 Hotel Cleveland, their head- 
quarters for conferences about industrial 
and trade affairs. 


Cincinnati 


THE FALL SEASON 
Many Sales of High Footwear 


With the Fall season in full swing, 
much high footwear is being sold. Men 
and women have bought freely. 

The local retail shoe merchants have 
come to the front with financial support 
in the drive for relief funds inaugurated 
by the Cincinnati Chamber of Com- 
merce in aid of the destitute peoples of 
the storm-swept country of Corpus 
Christi. Some of the larger merchants 
made contributions of $100 and $200. 


A WELCOME GUEST 
John Slater a Visitor in City 


John Slater, the well-known Fifth 
Avenue shoe merchant, was a visitor in 
Cincinnati during the past week. Mr. 
Slater was entertained by J. P. Orr and 
other members of the Potter Shoe 
Company. Harry McLaughlin and Mr. 
Slater, accompanied by his wife, visited 
Redland Field and saw the last game 
played between the Giants and Reds. 
Mr. and Mrs. Slater were enthusiastic 
Giant rooters, even though their home 
team was defeated unmercifully. They 
saw the game from Mr. Orr’s box, he 
being a director of the Cincinnati Base 
Ball Club. Mr. Slater was also enter- 
tained at a dinner at the Gibson Hotel 
by a number of the members of the 
Retail Shoe Selling Group, including 


Harry McLaughlin, H. R. Rogers, D. E. 
Hayman, Charles Voller, Joseph Piet- 


zuch, Charles Hardebeck aud John — 


Kipp. 
Re J. P. Orr 

J. P. Orr returned this week from 
Michigan where he enjoyed a two 
weeks’ fishing trip. Mr. Orr has 
promised to give each salesman in the 
Potter Shoe Store a ticket to the world’s 
series ball games at Redland field. An 
afternoon’s vacation, of course, will 
accompany each of said tickets. 


MANUFACTURERS’ NEWS 
Remodel Entire Suite of Offices 


The Krohn-Fechheimer Company has 
completely remodeled its entire suite of 
offices, which includes the addition of a 
number of new private offices. The 
new arrangement will greatly facilitate 
the office routine. 

S. M. Fechheimer, president of the 
Krohn-Fechheimer Company, returned 
recently from Chicago where he had 
been on a business trip. 


FOREIGN BUSINESS GROWS 


Excelsior Shoe Company Extending 
Factory 

H. L. Revare, sales and advertising 

manager df the Excelsior Shoe Com- 

pany, Portsmouth, recently took charge 

of the New York offices of that com- 
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Fox DP Shoe é‘ 

Teague Fad = 
The only one having - 

the 2-ply Feature. 


Made Exclusively by 
THE FEDERAL OVERGAITER CO. 


16-18-20 E. i2th St., New York, N. Y. 











Accounts of Shoe and Leather Firms Solicited 








41 BEDFORD STREET, BOSTON 








ATTENTION, MR. SHOE MERCHANT 
Change your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan Shades. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. a 2 send us your 
stock. Best stores in countr our system. 
Colors permanent. NO PAI T. reteus Se 
= dpa or send sam NY Sh are 

Soe Lista mg ot Hi REPAIR: 
ING OMPANY., Department, 








Mm, 102 W 3E St., ! 


152, Kingston, Strect, Boston, Klatt. nn, , 


¢ io mark oF 


1e mark of 
ne shoe buckles 
i er sinc e . 0s ) 


” PHONE GREE! 


rea) York City N.Y. 








RITE-AWAY 


TRADE MARK 


R EEL OUTFIT 
PATENT PENDING 
BRAID ON THE REEL 

; MANUFACTURED BY 
H. W. RAMSAY 4 COMPANY 
148 FEDERAL STREET, BOSTON, MASS. 








QUESTIONS 
ANSWERED QUICKLY 


in *“*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 








for Shee 


INFORMATION wiaciess 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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FINE FASHIONS FOR MEN 


PLAIN 
(CARTONS 


UNION 
MADE 





FISKE SHOE & LEATHER CO. 
717-719 Atlantic A . Boat 


te 











Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 
New York, N.Y. 


Factery 
Abovethe Bark Breckten 














Where to Buy 


Men's, Women’s and Children’s Shoes 








ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“ ASBORN” CHILDREN’S SHOES 
BDUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
ressive journal in the world pub- 


ished for the shoe merchant. 








Where to Buy $tvtes 
An extra editorial service to “Recorder” 


readers, free for the asking, with authentic 
information on current problems. 














BOOT AND SHOE RECORDER 


pany. The growing foreign business 
which the Excelsior Company has ex- 
perienced during the past few months 
made the change necessary. For the 
purpose of getting a greater output in 
order that they might better cope with 
the situation brought about by the in- 


creased foreign trade, this company is , 
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having an additional story built on its 
factory. 
A Visitor 

W. P. Clemmons of the Tweedie 
Boot Top Company was a visitor in the 
city this week. Mr. Clemmons was as 
usual very enthusiastic over business 
conditions in general. 


West Virginia — 


AN UNUSUAL RECORD 


Orders Are Almost Complete on 
First Shipment 


The shortage of shoes and the enor- 
mous demand last year made it difficult 
for many retail merchants to get ade- 
quate stocks. It is interesting to note 
that in spite of these handicaps the 
Stephen Putney Shoe Company of 
Richmond, Va., were able to deliver 
their orders more than 95 per cent com- 
plete on the first shipment. 

Mr. Putney stated they were able to 
do this because they realized there was 
no more hope for lower prices than for a 
fish to live on dry land. 


MAKING REPAIRS 


Edward E. Leatherbury Is in Charge 
of Clarksburg Store 

Extensive repairs have just been 
completed at the store rooms of the 
United Shoe Company, 206 West Main 
Street, Clarksburg, W. Va., one of the 
most important being new interior 
decorations. The front of the store 
rooms on Main Street has been re- 
painted and presents a very pleasing 
appearance. 

The company was recently reorgan- 
ized. Edward E. Leatherbury, formerly 
district manager of the Leatherbury 
Shoe Company, in the Elkins, W. Va., 
district, is now in charge of the firm’s 
growing business. 


Cc. E. MANSELL DIES 
Huntington Shoeman Passes Away 
While on Health Trip 

C. E. Mansell of Huntington, W. Va., 
died at Dyas, Ala., while on a visit to 
friends, and was buried there. 


Mr. Mansell was a shoe man, and 
well known in Huntington. He is sur- 
vived by a wife, Mrs. Lina Roush Man- 
sell; two daughters and four sons, as 
follows: Mrs. C. R. Thomas, Miss 
Lillian Mansell, Ira, Ernest, William 
and Lee Mansell. 

Mr. Mansell left Huntington about 
six months ago and went South, seeking 
to regain health. 


COMPANY WILL BUILD 


Plans Are Being Drawn for Five- 
Story Building 


The Graham-Bumgarner Shoe Com- 
pany announced recently that it ex- 
pected to construct a large factory beside 
its present factory on Harris Street, 
Parkersburg, W. Va., and plans are 
being drawn up for the five-story build- 
ing which is to be 45 by 130 feet. The 
old buildings that stood on the site of 
the new factory have all been cleared 
away. 

GENERAL MANAGER 


R. W. Seale Comes to Huntington 


R. W. Seale, formerly manager of the 
Bon Ton Boot Shop of Huntington, W. 
Va., but for the past year and a half 
manager of one of the largest shoe firms 
in Cincinnati, Ohio, has accepted an 
offer of the F. and S. Shoe Company, 
909 Third Avenue, and has assumed 
general management of the store. The 
F. and S. store will undergo some big 
changes at once in order to handle the 
Fall trade. 

In connection with the change in the 
management, the company announces 
plans for immediate improvements to 
the store room and a large increase in 


stock. 
. 


St Louis 


A BIG SEASON 
Indications That Peak Prices Have 
Been Reached 


The orders which are coming in from 
the traveling salesmen who left for the 


road only recently are indicative that 
the current selling season for the manu- 
facturers and wholesalers will be fast 
and furious. The purchases made, par- 
ticularly in the towns and cities below 
the 10,000 class, are large, relatively 
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speaking, indicating that the stocks in 
such towns are not overloaded, while in 
the larger cities there is something of a 
conservatism in buying that shows 
either good reserve stocks or the effect 
of the agitation toward the lowering of 
the cost of living—no one is definitely 
decided as to which is the cause in many 
cases. Generally speaking, however, 


the reports from salesmen and other - 


sources is that a belief is growing that 
prices have reached their peak and while 
there may be no reduction, there is 
likely to be a maintenance of present 
levels for a time which will prevent any 
alarm as to values of stock bought now. 


HEAVY BUYING 


Two and Three Pairs Sold to Cus- 
tomer 


St. Louis retail shoe merchants and 
departments are reporting considerable 
trouble with deliveries on goods from 
Eastern plants, but fairly satisfactory 
shipments from other sources, although 
they are generally running close to 
reserve stocks much of the time. The 
buying in the local stores has been 
heavy and it has been particularly 
noticeable that the men’s stores and 
departments are selling to their cus- 
tomers two and more pairs each, on the 
thought that now is the time to make a 
saving against reported higher prices in 
the future. In the women’s and chil- 
dren’s division of the business this 
tendency is not so pronounced, but the 
business is growing heavier with the 
advent of cooler weather and the call 
for footwear in consonance with newly 
purchased costumes. The shoe busi- 
ness generally in the retail lines is very 
good and there is as yet no tendency to 
check up, despite the agitation in the 
direction of lower prices on the part of 
government and other agencies. 


Real Philanthropy 


The efforts of the government to 
reduce the cost of living to the working 
people have been co-operated in by the 
International Shoe Company, which 
obtained some $25,000 worth of food 
items and resold them at cost to em- 
ployes who desired to buy. The goods 
offered were quickly disposed of and it 
is likely that if opportunity offers again 
the company will make a similar effort 
to aid those of its workers who desire to 
economize in their living costs. 


NEW INCORPORATION 


Now F. Levy Shoe Company 


The wholesale shoe house of F. Levy 
has been incorporated after several 
years of successful business in partner- 
ship form. The new name will be the 
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F. Levy Shoe Company; the aggregate 
capital is $250,000. The business is a 
development from a retail business 
which is still 'n successful operation and 
which was built up by Mrs. Fannie 
Levy, the chief stockholder in the 


wholesale concern, which, however, is° 


largely managed by her son, William B. 
Levy. It is located at the northeast 
corner of Fifteenth Street and Washing- 
ton Avenue. 


An Addition 


The Landis Machine Company, man- . 


ufacturer of shoe machinery, has com- 
pleted plans and acquired a site adjoin- 
ing its present plant for the erection of 
a $250,000 addition to accommodate its 
increasing business. The new building 
will be four stories high and will be of 
brick. In addition to its shoe machinery 
the company also manufactures harness 
machinery. It also produces complete 
shoe repair outfits. 


SHOE INSURANCE 


A Local Organization for Adjusting 
Losses 


William and G. H. Bunting, E. J. 
Barret and Paul Dillon have organized 
the Shoe Insurance Service Company, 
which will make a specialty of adjusting 
losses by fire and other causes in the 
shoe trade. It is the purpose of the 
organizers to confine themselves to the 
one line of losses and to develop infor- 
mation and statistics as to values which 
will enable them to handle such losses 
effectively and justly for both parties 
to the insurance contract. 


A Correction 
With Apologies to “The Circle” 


In the August 30 number of the 
“Boot and Shoe Recorder’ on page 58 
appeared a cartoon, “Carve Out Your 
Own Destiny.”’ This was credited to 
the Arnold Print and the United States 
Rubber Company, through whose cour- 
tesy it was printed in the ‘‘Recorder.” 

We now find that the cartoon origi- 
nally appeared in “The Circle,” the 
house organ managed by the employees 
of the B. F. Goodrich Rubber Com- 
pany, and should have been credited to 
that publication. We are glad to make 
this correction of our unintentional mis- 
take and give credit to the proper 
party. 


New Shoe Stores 


The Lion Furniture Company, 315 
East Overland Street, El Paso, Texas 
(shoe department). 

Reavis Clothing Company, Ranger, 
Texas (men’s shoe department). 


109 





Where to Buy 


Miscellaneous 











CALDERWOOD PREG y 
| ew ¢ NY 


* Thustrations XC 








RUBBER TOE-SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. SUMNER SMITH 
S: Agent 
CHICAGO 





“NEW YORK 








SALES LETTERS 


MULTIGRAPHED-- 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











Trim Your Windows with 


WIN -DECO 


DISPLAY |. PAPERS 
Send for Free Sam Large Variety of 
Color eu ¢ Agents Wanted 

Me et DISPLAY SERVICE 
93 Federal S Boston 








WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 
boots and shoes. Write 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 
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Rubber Footwear 
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Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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Style No. B 0372B Price $8.75 Style No. B 03450 Price $10.00 


Woman’s Black Glazed Kid Welt Woman’s Koko Brown Russia Calf 

Boot, Windsor last, eight-inch Welt Boot, Arlington last, three- 

height, three-quarter fox, lace, quarter fox, 84-inch height, imi- 

imitation tip, 1%-inch Cuban heel. - tation tip, pertorated vamp and 

AA, 4% to 8; A, 4to8; B, 3% to lace stay, 1%-inch Cuban heel. 

8; C,3to8; D, 2% to8. AA, 4 to 8; A, 3% to 8; B, 3 to 8; 
C, 2% to8; D, 24% to7. 


Two welt boots that every live 
merchant should have on hand. 


Prompt deliveries can be made on 
orders for either of these shoes. 


SEND FOR OUR STOCK CATALOG 
**Style Shoes of Quality”’ 


UTZ & DUNN CO. 


Rochester .". New York 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building, Denver, Colo. Bush Terminal Sales Building 319 Story Bldg., Los Angeles, Cal. 
3ER & McNUTT 130-132 West 42d St., Room 1521 G. C. McATEE, Representative 
Representatives S. A. McOMBER, Representative : 
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Chicago 


TRADE IMPROVEMENTS 


Colder Weather Makes Many Shoe 
Sales 


‘There has been a decided improve- 
ment in business in the past week com- 
pared with the several weeks’ previous 
business. The weather changed from a 
warm, mild atmosphere to a brisk and 
chilly temperature that brought home 
to the minds of the public the necessity 
for better comfort at the ankles. Al- 
though there were a few days of rain 
last week the sale of Fall shoes has been 
larger than any week of this season. 
There is every indication that Chicago 
will continue to have cool weather,which 
will give the shoe stores the added sales 
impetus that has been delayed for so 
long. 


THE STEEL STRIKE 


Affects the District 


The steel strike has affected the Chi- 
cago district more so than any other 
district in the country in the number of 
idle employes. What is known as the 
Chicago district includes such towns as 
Gary, Indiana Harbor, Hammond, 
South Chicago, Waukegan, and other 
mill towns in the Chicago area. While 
the strikes in these towns have had a 
depressing effect upon business in stores 
located right in the heart of the strike 
area, business in the city of Chicago is 
not yet affected by this big industrial 
catastrophe. ' There is no denying, how- 
ever, the fact that the unrest will very 
materially have an unprofitable effect 
upon business. Merchants are so ob- 
sessed with the significance of the 
reaction of this strike that they are 
doing very little buying, purchasing 
only in limited quantities what they 
actually need to take care of immediate 


Chicago 


demands. The salesmen onjthe road 
are sensing an attitude on the part of 
the trade to hold off buying of excessive 
stocks until the strike is lifted. Just 
_ as the lockout of the building trades 
workmen has been settled in Chicago, 
which has meant the return to work of 
100,000 mechanics at $1 an hour, and 
the city was establishing a program of 
great industrial activity, the steel 
strike was called and tended to inject a 
dismal mood into not only the workmen, 
but also into manufacturers and mer- 
chants as well. Despite the strike, 
Chicago shoe merchants have had a 
very good week, and the opinions of the 
men in the trade are that business will 
hold up in a very satisfactory way. 


A BIG DEMAND 


For Women’s Military and Cuban 
Heels 


Not only on State Street, but also 
among the wholesale houses, can be 
witnessed an active call for women’s 
shoes with military and Cuban heels. 
This style of heel is being called for in 
shoes of all styles. Oxfords in brown 
calf, brown kid and black are wanted in 
low heels. The prevailing styles in 
women’s shoes during the past week 
have been black kid, dull mat goat, 
black suede, combination patent vamp 
with black kid or black suede tops, 
dark Russia calf vamp with buckskin 
top to match, and brown glazed vici 
kid. Many button shoes are being 
shown, but these have not begun to 
move as quickly as the merchants 
expected. It is believed that with the 
continuance of cool weather, buttons 
will come into their own. Men’s 
brogues are having a big call in the 
darker shades of brown leather. 


Haverhill 


PUMPS ARE LEADING 


In Women’s Footwear Styles for the 
Coming Season 


‘The plain pump. supplies the out- 
standing feature of women’s footwear 


for Spring 1920. This pattern, with 
narrow toe with four-inch vamp, carry- 
ing 17-8 full Louis heel, is duplicated in 
a pump on the same last and the same 
length of vamp, carrying the 13-8 
“baby Louis” heel. -This latter supplies 
the lines of the full Louis with the com- 
fort_of-a low-heel: —In-Hazen: B: Good- 


rich and Company’s Spring line of fine 
turns these plain pumps are shown in 
patent leather, black, white, gray and 
brown kid, black and brown calf, reign- 
skin, Polar kloth, etc. 


NEW PUMP PATTERNS 
High-Waisted Effects in This Style 
of Footwear for Spring 

Plain pumps in the Goodrich line 
include: Aristo, a high-waisted pattern 
with five-inch vamp of various materi- 


~~ als, mage on a special last to assure 


Hil 


fitting qualities. Pierrotte is a high- 
waisted, pointed tongue pump. Clar- 
idge is a similar effect with imitation 
tongue. Buttonette, with high waist, 
has three imitation buttonholes with 
buttons to match the stock. Ritz pump 
is a narrow strap, one button, with 
small fan-shaped tongue, with long 
vamp and seam down the front. This 
is also shown in a crimped effect with- 
out front seam. This pattern is a 
modification of the much-talked-of 
“Shimmy” pump. Touraine is a two- 
eyelet tie with a five-inch crimped vamp 
and fastened with silk grosgrain ribbon. 
The same pattern is shown in a two- 
button effect. Wellesley pump is a 
high-cut imitation blucher effect. 


COLONIALS AND BOOTS 


Styles Shown in Connection with 
This Class of Footwear 


Colonials are featured in the Good- 
rich line, one of them being the Peerless 
pump, with seamless vamp and striking 
buckle effects. Buckles, by the way, 
are of infinite variety, in connection 
with these and other pump patterns. 
In connection with the high-tongued 
pumps there are aluminum engraved 
buckles of various patterns, also beaded 
buckles, including steel beads. Sales- 
men carry a variety of these buckles 
separate from the shoes, giving the 
merchant almost unlimited opportuni- 
ties for variety in decorative effects. 

Oxfords have four-inch vamps and 
carry 17-8 heels as well as the baby 
Louis heel. These are shown in kid and 
calf, etc. Boots in the Goodrich line 
are shown with nine-inch tops in lace 
and button patterns of white, gray and 
brown kid in plain effects and also in 
combinations of kid and ooze. In the 
button patterns pearl buttons are 
featured. 


CHAMBER OF COMMERCE 
SECRETARY RESIGNS 


Will Take Up New Position in the 
State of Pennsylvania 


Daniel L. Casey, for several years 
secretary of the Haverhill Chamber of 
Commerce, has resigned that position 
to become a director of the Field Serv- 
ice Bureau of the Pennsylvania State 
Chember of Commerce. During Mr. 
Casey’s two years’ absence in the 
service of the United States during the 
war, his position at the local chamber 
was held open. The Pennsylvania 
opportunity, however, was so much 
greater than that which would be pos- 
sible in local work that Secretary Casey 
felt obliged to tender his resignation. 
In his new position he will travel 
through Pennsylvania, with headquar- 
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SOME STRIKING STYLES 
IN BROWN KID 3W'’s LENOX 


Not only the styles but the prices are attractive since they are based on early and 
advantageous purchases of this very fine Brown Glazed Kid Stock—of course the 
making and the quality are of 3W’s Lenox Standard—they are in stock ready to 
ship. 








Neat Perforations, Fair Stitched, Nat- 
ural Bottom Finish on Good Soles, 
Flexible, Brown Leather Facings, Good 
Lasts, Made in Our Philadelphia 
Factory. 





All Brown Glazed Kid ees 





>, tate Woman's Low Heel, 8” Top, 
pi Ro 5 re $5.2 

. 7770—Miisses * esti Pony, 11% to 2, D 
and 4 


tO nnlhey pane tomeipeaingie .00 

No. 7766—Misses’ Broad Toe, 11 14 to 2, D and E.$4.00 
No. eat, Low Heel, 84% to 11, D ‘ 
PS eee ree) te fee en 





50 
7768-—Infents’ Speing Heel, 5 to 8, D and E.$3.00 


No. 7770 
No. 7758 











Our sample line for Spring is the most attractive we have ever shown. It includes 
all leathers and many lasts—one entirely new—It is now ready. 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 
35 South Second Street Philadelphia 
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ters in Harrisburg, calling on the various 
local Chambers of Commerce and act- 
ing as expert adviser in commercial 
work. Mr. Casey, who was a news- 
paper man previous to his affiliation 
with the Haverhill Chamber of Com- 
merce, has had long and valuable ex- 
perience in this work. He has been an 
important factor in bringing the Haver- 
hill Chamber to its present flourishing 
condition, and carries with him the best 
wishes of his fellow citizens for success 
in his new affiliations. 


MORE ROOM FOR PRODUCTION 


Added Space to Be Taken by Slipper 
Manufacturing Concern 

The Baker Shoe Company, manu- 
facturers of women’s boudoir slippers, 
have recently increased the capacity of 
their plant to a production of 1,200 
pairs daily. Plans are now perfected 
for a further addition to the factory 
early the coming year. When this 
space is occupied the production of 
boudoirs will be increased to 2,000 pairs 
daily. The Baker Shoe Company is 
working its present plant at fullest 
capacity in order to keep up with the 
demand which is coming from retail 
and department stores in all parts of 
the country. 


SHOWING SPRING STYLES 


Concern Making Men’s Shoes Has 
Gotten Out New Samples 

Harry E. Adams, successor to W. & 
V. O. Kimball, Inc., is showing Spring 
styles of the Adams shoe for men. The 
Harry E. Adams production, which is 
exclusively Goodyear welts, has a 
strong showing of new lasts and patterns 
and featuring the Goodyear wing foot 
rubber heel. 


NEW BOSTON OFFICE 


Local Concern Makes Change from 
Former Location 

The Dalrymple-Pulsifer Company, 
manufacturers of bows and slipper orna- 
ments, with headquarters at 88 Wash- 
ington Street in this city, have removed 
their Boston office from the former 
location at 60 South Street to 59 Lincoln 
Street. 


NEW LEATHER CONCERNS 


Are Now Doing Business in Haver- 
hill District 

Not only are shoe manufacturing 
concerns increasing and multiplying in 
this city, but the leather houses are 
receiving numerous additions. Among 
the recently established leather concerns 
are: Richards Shoe Company, the Ca- 
hill Leather Company, J. H. Ryan and 
Company, and John E. Maguire Leather 


Company. The head of the last-named 
concern was formerly of the shoe manu- 
facturing concern of Thayer, Maguire 
& Field of Haverhill. 


MOVING TO NEW FACTORY 
Shoe Manufacturing Concern Soon 
to Be in New Quarters 


Hopkins & Ellis, manufacturers of 
women’s turn shoes, are removing their 
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cutting and stitching rooms this week 
to the new plant which they are to 
occupy on Winter Street. In this ,re- 
cently completed factory they will have 
accommodations for substantially in- 
creasing the output of the “H. & E.” 
footwear. Mr. Ellis of the concern, 
who is now on a business trip, calling 
on the trade in the principal cities of 
the Eastern and Middle States, will 
return to Haverhill next week. 


Brockton 


BRITISH MANUFACTURERS 
ENTERTAINED 


Visitors from Abroad Made Wel- 
come in This City 


Alfred Lovell of A. Lovell & Co., 
Bristol England; George Barnes of the 
Britain Boot Works, Chesham Bucks, 
England; Walter W. Cann of the Clif- 
tonia Boot Works of Whitehall, Bristol, 
England; J. C. Cook of Frederic Cook, 
Ltd., Rugby, England, and A. W. Hol- 
lister of Frederic Cook, Ltd., Rugby, 
England, visited Brockton on Friday, 
September 26, as the guests of the 
Brockton Shoe Manufacturers’ Asso- 
ciation. They inspected Brockton 
shoe factories and partook of a luncheon 
at the Commercial Club. At the lunch- 
eon they were welcomed by Mayor 
Gleason on behalf of the city and by 
President John S. Kent of the Brockton 
Shoe Manufacturers’ Association. A 
large representation of the Brockton 
and South Shore shoe manufacturing 
trade were present to meet the English 
manufacturers. The special committee 
of the Brockton Association, appointed 
to receive and entertain the visitors, 
included: President John S. Kent, Sec- 
retary Frank M. Bump, Charles E. 
Moore of George E. Keith Company, 
Harrison C. Beckman of W. L. Douglas 
Shoe Company, Stephen P. Alden of 
Churchill & Alden Company, C. P. 
Waide of Stacy-Adams Company, C. 
M. Park of the Preston B. Keith Shoe 
Company, William A. Hogan of T. D. 
Barry Company, Alfred W. Donovan 
of E. T. Wright & Co., Inc., Rockland, 
and H. D. Drake of the Emerson Shoe 
Company, Rockland. 


A VISITOR FROM CUBA 


Shoe Manufacturers’ Representa- 
tive Making Trip to United States 


Arsenio Sanchez of Arsenio Sanchez 
& C€o., commission merchants of Ha- 
vana, Cuba, was in Brockton last week 
on a visit in connection with the lines of 
T. D. Barry Company, which he rep- 


resents in Cuba. Other American-made 
lines of footwear with which Mr. San- 
chez’s firm is identified include Slipper 
City Shoe Company, Stephen Putney 
Shoe Company, and Trooper Shoe 
Company. He also represents several 
hosiery concerns in Cuba. Mr. Sanchez 
comes to the United States twice a year. 
He says conditions in Cuba are good and 
business with his house is excellent. 
High prices of shoes do not in any way 
stop the buying on the part of the pub- 
lic. Fancy shoes are in great demand in 
Cuba in men’s lines as well as women’s, 
a great deal of white kid and other col- 
ored footwear being called for. 


NEW STOCK CATALOG 


Issued by Local Concern Picturing 
Fall and Winter Styles 


The Dalton Company, Inc., makers of 
the ‘“‘Dalton’”’ shoe for men, have gotten 
out a 16-page stock booklet illustrating 
and describing styles which are ready 
for immediate delivery. Printed in two 
colors and showing 14 styles, the Dalton 
booklet gives useful and timely informa- 
tion. Bals, bluchers and oxfords are 
the patterns shown. The brogue is 
featured in both high and low-cut pat- 
terns, as an up-to-date and leading 
feature of the in-stock lines. All styles 
illustrated represent those in greatest 
demand for Fall and Winter season on 
lasts of known fitting qualities. A large 
edition of this booklet is being sent out 
to the trade by the Dalton Company. 


NEW SHOE CONCERN 


Now Under Way in Location at the 
South End of the City 


The name of the city has been adopted 
by a new shoe concern to be known as 
the Brockton Shoe Manufacturing Com- 
pany. The members include: Thomas 
Harrington, Miss Katherine Blake, 
Eugene O’Neill and others. The loca- 
tion is in the former Myron T. Thomas 
factory in the Campello section of the 
city. About 20 dozen pairs of men’s 
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SPATS 


“Since 1898” 
FOR 


STYLE APPEARANCE FIT 


William Greilich & Sons 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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Boot and Shoe Workers’ Union. 


MERCHANTS BUYING FREELY 


Report Salesmen Who Are Out 
Showing Spring Samples 


All reports from traveling salesmen 
representing Brockton shoe manufactur- 
ing houses are to the effect that mer- 
chants are ready to place their orders 
for Spring shoes, apparently having 
made up their minds that present prices 
will be fully maintained. As a matter of 






welts will be produced daily. The 
concern has adopted the stamp of the / 
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fact, Brockton shoe manufacturers can 
see nothing ahead but as high and even 


higher prices during the next few. 


months. Difficulties as regards produc- 
tion in face of the great demand are such 
as to make it-desirable for merchants to 
place their Spring orders as early as 
possible in order to provide for season- 
ablé deliveries. New samples which are 
being shown by the Brockton houses 
are cordially received. Every Brockton 
concern is thus far showing substantial 
gains as,regards volume of Spring busi- 
ness over the corresponding period last 
year. | 


/ 
i 


Rockland, Mass. 


“JUST WRIGHT” FLOAT A PRIZE- 
WINNER 


Display Made by Rockland Concern - 


Has Highest Award 

When the “welcome home” parade 
for returned soldiers and sailors at 
Rockland, Mass., was in preparation by 
citizens of that flourishing shoe town, 
“Pop” Wright of E. T. Wright & Co., 
Inc., decided that it was incumbent 
upon that house to be strikingly rep- 
resented. Accordingly, he gave instruc- 
tions to the advertising department to 
spare no expense in order that a float 
worthy of the’ “Just Wright” name 
should appear in the big parade. The 
advertising department got busy and 
worked day and night. The result was 
that when the float appeared in the 


parade the judges unanimously awarded 
it first prize. The subject was “The 
Dawn of Peace,” showing a young 
girl as “Peace” and several little girls 
as the Allied countries, with two little 
throne girls. All were dressed in white, 
while yellow and white was the color 
scheme for decoration. ‘“‘Pop” Wright 
was so tickled with the judges’ award 


that he pinned on his coat the big blue 


rosette and ribbon bearing the words 
“First Prize” and wore it proudly in the 
factory and around town during the day 
following the parade. And by the way, 
“Pop” has been nominated as a candi- 
date for re-election to the Massachusetts 
Legislature. With ‘‘Pop’s’”’ popularity, 
that’s equivalent to saying that it’s all 
over but the congratulations. 


Boston 


FASHION WEEK 


Windows and Store Interiors Show 
Beautiful Footwear 


Never has the footwear of Boston’s 
shoe shops and shoe departments ap- 
peared in such beautiful array, both in 
show windows and within the store, as 
during the past week. In many of the 
stores, mannikins paraded during cer- 
tain hours of the day and displayed the 
most bewitching gowns for evening, for 
afternoon and street wear. At. Wm. 
Filene’s Sons Company, on Monday of 
this week, living models promenaded in 
the windows, and incidentally at- 
tracted a crowd of admirers. : 


SATIN FOOTWEAR 
In Black, Brown and Gray 


Some of the smartest women’s foot- 


‘wear, displayed was of black satin— . 





slender silken boots and low shoes with 
Louis heels. Satin slippers are shown not 
only for evening wear, but seem to be 
the favorites for afternoon and for the 
elaborate street costume. There are 
slippers of brocaded satin, of suede, 
patent and of watered moire for formal 
wear, with shining buckles of the most 
elaborate design. 


Wide Laces 


Some very beautiful black patent 
eyelet pumps, with a_ three-quarter 
black grosgrain ribbon lace, were 
featured. 

Many low shoes and spats appeared, 
as well as low shoes and woolen stock- 
ings. 

BUTTON BOOTS 


Many 14 and 16 Milo Effects 


Fourteen and sixteen button boots 


are shown. The manager of an exclu- 





sive shoe shop predicts a great sale of 
button boots this Fall and Winter, 
especially of the brown kid variety with 
a buck top to match. The big Milo pearl 
buttons are the style.generally adopted. 


BROWNS AND GRAYS 


With Misses’ Liberty Red Duvetyn 
Suit 


There were some gray boots shown. 
For instance in one shoe department, the 
misses’ model wore a Liberty Red Du- 
vetyn suit, trimmed with gray squirrel 
fur. Her feet were adorned with gray 
boots, kid vamps, satin. tops. There 
were also gray satin laced boots and all- 
gray kid boots. 3 

Beautiful models in brown satin 
laced boots appeared: The verdict for 
women’s footwear this Fall and Winter, 
according to one buyer, was 60 per cent 
high and 40 per cent low shoes. 


In Men’s Wear 


In men’s shoes, brown and black 
shoes in brogue patterns were featured; 
also attractive combinations in browns 
with light tops, as well as black with 
light gray or sand tops. 


ABOUT HOSIERY 


Besides Woolen, Many Silk Models 
Shown 


Besides the woolen hosiery, ribbed 
effects for men and women, to be worn 
this Winter with low shoes, there is a 
complete assortment in all the desirable 
shades of silk. Of the silk stockings for 
women, the most beautiful effects were 
obtained in the chantilly lace insert 
styles. A shimmery pair of gold colored 
stockings had gold lace inserts from the 
point of the slipper half way to the 
knee. 


THE WHOLESALE TRADE 


A Shortage in Desirable Styles 
Noted 


In the wholesale district, a shortage 
in desirable styles is everywhere re- 
ported, especially on misses’, women’s 
and children’s shoes. Business is every- 
where brisk. 


1920 CONVENTION NEWS 


Punch Sent to 14,000 Retail 
Shoemen 


Punch, the official organ of the 
1920 National Convention Committee 
of the National Shoe Retailers’ Associa- 
tion, was sent out this week to 14,000 
retail. shoe merchants all over the 
country. 

We are informed that most of the 
convention space at the exhibition hall 
in Mechanics Building has been sold. 
Some space, however, is still left in the 
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SPARTAN FOOTWEAR 


For Girls—In-Stock Styles 
Style 545 —— oF Sant 99 Last Style 486 
stock 


Showing the three lasts on which our in- 
shoes are built. 


Sty 
em wea i cu. we, | DBACON-ROLLINS | ,.... 22%: ca, tan 
Sener Welt, 98 Last McKay Me 98 “4 

oo RRR $5.25 2144-7, B-E $6.50 
1114-2, C-E, 94 Last... $4.25 1114-2, 94 Last, C-E. .. $5.50 
84-11, Spring Heel, D-E.$3.75 814-11, Spring Heel, D-E.$4.75 

; Sty le 543 s ° Style 486 

Growing Girls’, as 545, except uccessor to George F. Daniels Corp. Growing Girls’, as 485, except 


made on 99 last. LYNN, MASS. made on 99 last. 
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HOTEL ESSEX 


is most convenient for travelers 
entering Boston at the great South 
Terminal. But it is not alone con- 
venience that has made it popular. 
It is the combined advantages cov- 
ered by the one word SERVICE 
that has attracted people from far 
and near for years. 


WITH YOUR OWN 

BRAND, OUR BRAND. 

The standard heel 4 + 

penn th shoe saa. OR UNBRANDED 
facturers for years. 


“We Back Your Buy’’ 


They give the soft, springy, flexible tread all wearers 
of rubber heels expect, but don’t every day experience, 
“Tredflex’’ heels are tempered right. 

They are moulded to make a perfectly tight joint 


and stay on when once on. Black or Colors can be 
edge finished to look well on finest shoes. 


400 ROOMS—300 BATHS 
$1.50 A DAY AND UP 


Hotel Essex 
BOSTON 


CAMBRIDGE McCARTHY BROS. 
RUBBER COMPANY Proprietors 
MANUFACTURERS 


CAMBRIDGE, MASS. 
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814” & Fox Plain 
Toe Lace Boot, 
Turn, AA Grade, 
Pat. Colt Vamp, 
AA Grade Bik. 
Ooze Top, 18-1 
Black 
‘Wood Heel. 


8%” % Fox Lace 
Boot, Welt, Regu- 
lar Tip, B Grade 
All. Aristo Kid, 
8-8 Military Heel, 
Perf. Vamp and 
Tip. 


Sweet 
Sally Lunn 








Celluloid |]* 











No.*178-36 
$10.00 





They’re 
Here 
Today 


They Fit 














AA 44-8 A 
B 34-8 C38 
D 3-7 


















No. 633-12 
$6.25 


No. 633-11 
All Brown Side 


$6.65 











We 
Deliver 


They Wear 


You Can 
Have 
Them 
There 

Tomorrow 




















B3%4-8 C&D2%-8 
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8%” &% Fox Lace 
Boot, Close Edge 
Welt, Imt. Str. 
Tip, AA Grade 
All Brown Calf, 
14-8 Cuban Heel. 





























814” % Fox Lace 
Boot, Close Edge 
Welt, Imt. Str. 
Tip, B Grade All 
Havana Brown 
Kid, 17-8 Leather 
Louis Heel. 








AA 444-8 A438 
B3%-8 C&D 2-8 


| LUNN & SWEET, SHOE 
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HE insistent demand for 
style, novelty and beauty 
in footwear can be satis- 

fied economically when shoe 
manufacturers use SHADOW 
CLOTH. 

Its characteristic beauty of 
texture, made possible by the 
two tone weave, and its serv- 
iceability make possible the 
ultra modish shoe at a reason- 
able retail price productive of 
both profit and prestige. 


Henry & Co. 


NEW YORK 
Boston Haverhill St.Louis Rochester 
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lbalcony where the shoe finders are to 
have their exhibits. 8 


BROCKTON MEETING HELD - 
A Boom for October 8 Meeting 


On Wednesday last, September 24, 
the Brockton Shoe Retailers’ Associa- 
tion held a meeting at the Brockton 
Chamber of Commerce. A dinner at 
7.30 p. m. inaugurated this meeting. 

Among the speakers were D. F. Sulli- 
van of Fall River, and Enslyn Gardner, 
secretary of the 1920 Convention Com- 
mittee, who presented a resume of 
activities of the Convention Committee 
and their plans for the Fall and Winter 
campaign. Secretary Gardner prom- 
ises the attendance of every Brockton 
retail merchant in the State at the 
meeting which will be held October 8 
at the Boston Shoe,Trades’ Club. 


The September 24 meeting was the 
first regular Fall meeting of the Brock- 
ton Association. 


A HALF MILLION STORAGE 
PLANT 


United Shoe Machinery Company 
at Beverly 


A contract has been let by the United 
Shoe Machinery Company to the 
Aberthaw Construction Company, of 
Boston, Mass., for the construction of a 
storage building at Beverly, Mass., at 
an estimated cost of $275,000. The 
total cost of the addition to the plant, 
including equipment, is expected to 
exceed $450,000. . The new building of 
reinforced concrete will have a ground 
area of 60 by 400 feet, three stories in 
height. * 


Detroit 


UNIQUE RECORDS 


Fifty Per Cent Increase in Number 
of Pairs Sold 

Business as a whole has not been as 
satisfactory during the early part of 
September as was expected. The tran- 
sition into the Fall from the Summer 
period, the extremely fine, dry weather 
and possibly the early buying of Fall 
models in August have much ‘to do 
with this. All believe that given sea- 
sonable weather, trade will again reach 
the high range attained this Summer. 
The three Summer months have been 
the greatest in the history of Detroit 
shoe trade. One establishment reports 
an increase of fifty per cent in the num- 
ber of pairs during these months. This 
is an old-established firm, so that the 
record is unique. It is also typical of all 
shoe stores. 


FREIGHT EMBARGO 


Also on Express Handicaps Mer- 
chants 

A freight and express embargo, both 
inbound and out, has existed in Detroit 
for some time, much to the harm of 
Detroit shoe merchants who have ship- 
ments held up. The great increase in 
Detroit manufacturing business has 
caused the terminals and yards to be- 
come so congested on the M. C. R.R. 
as to make the embargo necessary. It 
is expected that it will be lifted in a few 
days. 

BROWNS POPULAR 


More Button Shoes Appearing 


Browns are being shown almost to 
the exclusion of all other colors, except 


black, of course. A few grays are to be 
seen in the windows. Patent vamps 
with gray tops are being shown and are 
likely to take well. Button boots are 
being shown more frequently this season 
but will probably not come very promi- 
nently to the fore. 


MANY SPATS SOLD 
Big Business Expected on Buckles 


It is the intention of most stores to 
push spats this season more strongly 
than ever. Large stocks have been 
purchased and this business will add to 
the total sales of shoe stores. 

Buckles in rhinestone and cut steel, 
ranging in prices from $4 to $25, are 
being shown in many stores and a large 
business is expected on these. In some 
of the more exclusive stores the range 
soars very much higher in price. 


SHOE DEPARTMENT 
Jacobson & Perlmuter Proprietors 


A new shoe department has been 
opened on the main floor of the Ett- 
linger ready-to-wear store, 18-24 Gra- 
tiot Avenue, by Jacobson & Perlmuter. 
Mr. Jacobson was formerly manager of 
the Fair Shoe department. The new 
department is favorably located on the 
street floor of the building, where it can- 
not fail to be noticed by all who take 
the elevator to the floors above.. The 
fixtures and shelving are finished in 
mahogany and the stock boxes in wood 
brown. Fifty leather upholstered opera 
chairs have been installed. 

Two large columns occupy the center 
of the department. Shelving fixtures 


-the clerk notified. 
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with a capacity of 400 pairs have been 
built around these. These fixtures are 
square, the corners are utilized for 
showing and stocking findings and ac- 
cessories, glass doors making the little 
cabinets look neat and tasty. The 
balance of the space is occupied by 
shelves for shoes. 


Salesmen Concentrate 


Eight salesmen are employed on the 
floor and to conserve time all shoes sold 
are taken to the wrapper’s desk, where 
she wraps the shoes and sends the sales 
slip and money to the cashier on the 
floor above. A pigeon-hole fixture sur- 
rounds the wrapper. Each clerk has a 
numbered pigeon hole, where the shoes 
sold are placed., When wrapped, they 
are placed in the proper pigeon hole and 
By this method the 
salesman loses no time, as he immedi- 
ately proceeds to serve another cus- 
tomer instead of waiting at the desk. 
The pigeon holes are 9x 9 inches and 
extend around the wrapping table at a 
convenient height, shelving filling the 
space below. 

Another unique feature of the de- 
partment is found in two showcases 
that extend across the department and 
are let into a mezzanine floor which is 
built above the department. 

This firm will handle women’s shoes 
only, prices ranging from $6 to $12. 


FASHION CENTERS 
Shoe Windows Show Fall Models 


Detroit shoe windows are now fashion 
centers. Fall models are shown to the 
exclusion of “‘sale’’ lines. At Newcomb, 
Endicott Company’s the display man 
has used two quaint cane-seated and 
backed chairs and a beautiful serving 
table in his shoe window. An Alice- 
blue velour drape falls from the table 
and over the floor of the window. 
Stands are placed on the chairs and 
tables upon which shoes are shown. 
This is one of the few windows in which 
grays were seen. 


NEWS BRIEFLETS 
Live-Wire News of Shoe Stores 


Max Soloman, proprietor of the shoe 
department at the Fair Department 
Store, will open another rented depart- 
ment in the Ferndale Department 
Store, corner Ferndale and Springwells, 
early in November. Nathan Watterson 
has been made manager of the Fair 
Department. 


Albert Hamilton, for nine years with 
the Dr. Reed Cushion Shoe Store here, 
lately as manager, will open a similar 
store in Denver, ‘Colorado. 
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“«CHANDLER’S” 


PERFECTION 


Shoe Tie Ribbons 


Bought on Merit—10 and 50 Yard Rolls 
EE 


RFECTion| 
SHOE TIE s 
IBBON 






1919 FALL SPRING 1920 


TIPPED RIBBON LACES TO ORDER. BLACK, WHITE AND LATEST COLORS 





NARROW RIBBON LACE FOR TWO EYELET OPERA PUMP 
ALL LENGTHS TIPPED. SEASONS’ COLORS 





Our stock now complete in round and flat laces. Lengths 24 to 81 inches. Colors 
Beaver, Mouse, Gray 24, Gray 700, Dark Cordovan, Seal, Mahogany, Black and White 


C. A. BROWNING CO.,30_Franklin_St., Boston, Mass. 
































No. 924. 
First and Second Edition 


SOLD OUT 


No more for short time 


Will notify when ready 


Have YOU Our In-Stock Style Catalogue ? 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 
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No. 15 
Glazed Kid Juliet, Patent 
Front Stay, Heavy Turn 
Sole, 9-8 Heel. 
E and EE 3-9 

$4.00 
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No. 72 

Glazed Kid Polish, Circu- 

lar Vamp, Kid Tip, Heavy 

Turn le, 9-8 Rubber 

Heel. 

. C, D, E and EE 3-9 
$5.00 
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No. 67 


 naragh omy Juliet, pt, Seitehed 
mt m, Heav 

Sole, 5-8 habbo. Heel. -— 
E and 1EES-5 No. 191 


Glazed Kid Polish,” Plain 
= Heavy Turn Sole, 9-8 


C3-9 DandE2K- 
$5.00 a9 


Tanne Sweet Shoe he 
==— Auburn Maine.—— 
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STACY-ADAMS COMPANY 


Originators of Combination Lasts 


BROCKTON MASSACHUSETTS 




















DON’T BE AFRAID OF HIGH PRICES 


E are aware that shoes are exceedingly high priced today. 
If you want quality, if you want perfect fit and comfort, 
and 100 cents worth of satisfaction, do not let the price 
stand in your way. 
Stacy-Adams Company high-grade shoes are built on honor. Every 
little item in workmanship and the best leathers obtainable are used 
without exception. Nowhere has quality been sacrificed. 
We are known throughout the country as the originators and best 
builders of combination lasts—absolutely necessary to the wearer 
who has a low instep. 
As trade builders Stacy-Adams Company shoes are a positive 
success. 
If you want to increase your business on men’s high-grade shoes, 
drop us a line and we will have our salesmen call upon you for the 
Spring season. 
















THE “UPLIFT” 
New dressy boot for fallen arches 









THE “ESSEX” THE “PARK” % 
White buck oxford with black or colored trimmings Snappy last for the young fellows 


t 
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Stuart Day at Lynn 
Long Argument Settled by Golf Match Between Two Experts 


the Stuart Clan in Lynn, Mass. Two expert 

golfers met in a battle royal at the Tedesco 
Club, Swampscott, to settle a long and hotly con- 
tested argument. Frank C, Stuart, Lynn leather 
merchant, and T. Edward Dow of Tolman, Dow & 
Company, Boston tanners, were the principals. The 
historic course resounded with the clash of their 
weapons while a gallery of Lynn and Boston friends 
followed the contestants. It seems that Mr. Stuart 
and Mr. Dow are both golf enthusiasts and frequently 
played together. Each admired the technique of the 
other, but they could never agree as to which was 
the better player. 

At times, during their various matches, little differ- 
ences of opinion would crop up, ir the course of which 
divers warm words were wont to be exchanged. A 
“rift in the lute” finally developed. When the argu- 
ment waxed hot the two friendly rivals decided that 
they would better settle the question by a golf match 
than by attempting some feat of arms each upon the 
person of the other. 

And so the terms were arranged and the day set 
for the contest. As the philosopher truly said, “‘’Tis 
useless to excel when no one is near to admire,”’ so 
the boys notified a few friends, and a large gallery 
followed the players from the first hole to the fatal 
16th. 


1. HURSDAY, September 18, was a great day for 


Remarks on the Rivals’ Play 


Mr. Dow led off and forged into a lead in the early 


part of the game, playing a careful, cool-headed game 
throughout and the fifth hole found him one up. Mr. 
Stuart’s early play was unsteady, as his Scotch was 
aroused. Nearly every shot seemed to have a burr 
or a thistle on it, figuratively speaking, and although 
Frank spoke only to his caddy, he was “right there” 
with the Caledonian accent. At the sixth hole, each 
player drove out of bounds, but a good recovery 
resulted in a tie. Mr. Stuart did good work with 
driver and brassie on the seventh, followed by a good 
approach, but rimmed the cup on a short putt, getting 
a half. Mr. Dow’s work was consistently good at this 
hole, also at the eighth, where Stuart drove to the 
green, but missed the putt and Dow ran his ball down 
for a half, well earned under the circumstances. 


The Gallery Has Real Thrill 


On the eighth green the gallery was treated to a 
real thrill when Mr. Stuart holed a long shot and ev- 
eryone thought it was his hole, but Mr. Dow amazed 
the onlookers by a splendid 30-foot shot straight as a 
die for the hole and made it a half, retaining his lead 


of one up. This was the star shot of the day. It was 
nip and tuck up to the twelfth tee, when “Bonnie 
Scotland”’ decided that something must be done and 
stepped to the bat with grim determination. Stuart 
won the hole, making the match a tie at the thirteenth 
tee. 
Here the contestants agreed that they were playing 
“good golf,” perhaps the first time they had agreed on 
that point for years. And here the Scottish Clan 
rallied to the call of the pibroch when the Stuart 
whanged out a daisy with his Claymore, winning the 
fourteenth hole, and repeating on the fifteenth. Mr. 
Dow played a plucky game and it looked like a 
half for the sixteenth, but Mr. Stuart ran down a 
fine long put, winning the match 3 up and 2 to go. 


A Close Game Throughout 

It was a good, close game all the way through. Mr. 
Dow said the referee would not let him talk to Frank 
as much as he would like, therefore, he could not get 
the ‘Rattler’ working or exasperate Mr. Stuart to the 
point of inaccuracy. 

The winner was host after the game and if this pair 
ever meet again in a contest open to their friends, it 
will be well worth seeing. The gallery unanimously 
agreed that Mr. Stuart’s success was entirely due to 
his uncanny accuracy, which no man could beat on 
Stuart Day. 





Learns Shoe Repairing 


Disabled New Mexico Boy Learning New Trade 
At Uncle Sam’s Expense 


Washington—Hostile Mexicans below the border 
serve to show up in greater contrast the loyal Ameri- 
cans of Spanish blood north of the Rio Grande. No 
greater patriotism has been found among the millions 
who fought for us than that shown by the Spanish 
boys from the Southwest. Matias Velasquez was one 
of the first to prove this devotion to his country. He 
enlisted in 1917, went overseas with a machine gun 
battalion, and was wounded at Chateau Thierry so 
severely that he cannot return to his old occupation of 
farming. The adviser of the Federal Board for 
Vocational Education found him rather discouraged 
as to his future, but vocational advisers are quick to 
find a remedy for discouragement, and he was soon 
started on his course in shoe repairing in one of the 
best shops in Denver and at the same time is studying 
English and other elementary subjects at the Oppor- 
tunity School near Denver. He will be able to carry 
on much better than before he was wounded. 
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SHOE 


WIDELY POPULAR 


Giving Satisfaction Wherever Sold 


Leaders in sales and 


steady profit producers 


the nifty stuff and their money’s yours. This factory will 

stand back of your buy with uniformly dependable and 
every way desirable shoes. Prompt deliveries are promised on 
the models shown here, and all floor stock. Both are strikingly 
attractive. Each is a unit of beauty. They are a triumph in 
footwear making. Buy yours now! 


S ithe n and service gets the trade today. Show your customers 


DANCING 
TIE 


Stock No. 460—Pat. 
Colt Dancing Oxford 
Tie, Flexible Sole. 
Very close 7-iron 
Edge. AA to D, 5 
to 11. 


Price $8.00 





DRESS SHOE 


Stock No. 116 — 
Coco Brown Calf Bal, 
Fawn Buck Top, Vic- 
tory Last, Wing 
Foot Heel, 12-iron 
Edge. AA to D, 5 
to ll. 
Price $10.00 





E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
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IN-STOCK 


for 
At Once 
Delivery 





A 141—No. 14 4 A140—Hav. Bro. 
Russia Calf Lace Kid Button 


HARNEY STANDARD STYLES 


FOR AT ONCE DELIVERY 


126—Pat. Vamp 9” Lace, Mat Cab. Top, 18-8 LL. Heel, AtoD $7.25 
155— “ « «Fawn Cloth Top, 19-8 LL. Heel, A to C 
129— Mat Kid, 9’” Lace, Mat Cab. Top, 18-8 LL. Heel, B and C 
148— “ “ 81%” Pearl Button, 19-8 LL. Heel, Ato D 
138—Black Kid, 9’ Lace, 19-8 LL. Heel, AA to D 
149— “ 14-8 LL. Heel, B and D 
139—Hav. Brown Kid, 9’’ Lace, 19-8 LL. Heel, AA to D 
140— “ es “ 81%” Pearl Button 19-8 LL. Ato D 
141—No. 14 Russia Calf, 9’”” Lace, 14-8 Mil. Ato D 
151— “ “ ne iglleisdelamids 14-8 LL. Heel, Ato D 
152— “ “ * Lae 18-8 LL. Heel, Ato D 
153—No. 13 Russia Calf Vamp, 9’’ Lace, No. 25 Nubuck Top, 14-8 
Mil. Heel, Ato D 
134—Gun Met. Vamp 9” Lace, Mat Cab. Top, 
14-8 Mil. Heel, A to D 


FOR OCTOBER 10th DELIVERY 


154—No. 18 Gray Nubuck, 9” Lace, 19-8 Full Louis Wood 
Covered Heel, AA to C 


PP PPP PP rrr PPP > 


In-Stock Terms 2-10 Net 30 
Prices Subject to Change Without Notice 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts. 
Boston In-Stock Department 78 Lincoln Street 


"Che Shoes You Order Hre the Shoes You Get 
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057 Mat Kid Oxford Gaby 
957 Colt Oxford a 


UPHAM B 


TURN OXFORDS IN STOCK 


EARLY DELIVERY 
WIDTHS AAA-C 
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Stoughton , Mass. 
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IN STOCK . 


Old Prices Prevail while 50 Cases Last 
Order at Once 


Style 
No. 2719 
_ $6.25 





MA AALLAAL ALLL LLL Lea 
F< 


ede 2719. Dull Mat Kid Vamp 9 inch Boot, 
ear Welt, 18/8 leather Louis heel, 

Sea um plate, Boa bas new long 44 

inch vamp, AA to D, 24 to8 

Special low price, $6.25 


Novelty Shoes In Stock First 


Tober- Saifer Shoe Co. 


, X~ Washington Avenue St. Louis, Mo. 
SS 
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STOCK UP ON 


spats NOW 


Get the 


TRUFIT 


before your 


Customers 


It is a superior quality spies fit is 
guaranteed. 
Made in Felt and Cloth in all standard 
colors. 
Shipped at once ! 
Write for samples and prices. 


Laing, Harrar & Chamberlin. 
43 North 3d St., Philadelphia . 
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TRONGER than necessary” 


construction! “Foot-Fitters” are 


made with heavy grain sole leather inner- 


soles, counters :and toe boxes! Whole lift, 
grain-oak leather heels! ‘“‘Edmo” Calfskin inside counter 


pockets, heel stays and side-linings! Extra quality lining 
"' WILL WEAR FOR THE LIFE OF THE SHOE! 


a Smoothly sewed seams (no rough 
edges to hurt the feet)! Smooth toe and 


vamp linings (no wrinkles or folds to cause 
blisters or corns). Inside vamp reinforcements which give 
additional holding qualities to the shoe and keep it from 
spreading and cracking. 





Higher and narrower arch keeps foot from 
sliding forward! Narrow and shapely heel-seat and coun- 


ter follow natural curvature of foot, thus holding it in 
position! AA to EE—5 to 12 (sizes and half sizes) $7.50. 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 


Boston Office, 428-430 Albany Building 
WE SELL “FOOT-FITTERS”’ IN NEW ENGLAND 










The Biggest Selling Sin- 
gle Style in the World ! 














HN!) |i] 


| i 


Ws is, 



























| y | j 
cS HL i on i ul wil 7 


THE ONE SHOE THAT WON NEW ENGLAND 
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NEW DEPARTMENT — complete, compact, demanding 

very little of your time, requiring an investment of only $164, 
and yet one which de/ongs in your shoe store and on which you 
make a very attractive profit. 


Write now for details. Our unique merchandizing 
plan will appeal to you. 


DR. A. POSNER, SHOES, Inc. 
140 West Broadway, New York City 
FACTORY, 141 ROEBLING ST., BROOKLYN, N. Y. 
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Leather Values Stronger 


Buyers Showing More Interest in Supplying Needs 
for Fall and Winter Run---Difference in Ex- 
change Rates Holding Up Export Trade 


More active conditions prevail in 
leather circles and there is a stronger 
tone to the leather and hide markets, 
although buying conditions among the 
retail trade are said to be more stagnant 
in certain sections of the country, owing 
to labor difficulties. Shoe manufac- 
turers are showing more interest in 
their supplies for the Fall and Winter 
run. 

There have been no radical changes in 
prices, and leather values, as a whole, 
are practically on a par with those which 
existed during the Spring and Summer 
months. The level, however, is a little 
lower on upper leathers than the highest 
prices which prevailed in the early 
Summer. 

Less Speculation 


There is less tendency to speculative 
influence, and market values seem to 
have arrived at a more stable basis. 
The result of such investigations as were, 
or are, in progress has not been made 
known as yet, but nothing short of 
restrictions by the Government would 
have any important bearing on finished 
leather prices. It is a well-known fact 
that leather could not be replaced at 
any better than today’s quotations on 
the present basis of hides and skins. 
At the time of the break in the raw 
material market skins did not share the 
sharp decline incident to hides, and the 
latter have recovered more than half 
from the recessions which were made. 

Heavy native steers are active at 
48c per pound and a year ago the Gov- 
ernment price was 30c. Light native 
cows are up to 52c per pound again and 
a year ago the price was 24c. Calfskins 
are bringing 70c to 92)4c per pound, as 
against 34c to 44c last year. Sales have 


been more active in the hide market the 


A firmer tone prevails, 
limited now somewhat, however, on 
account of the steel strike. The strike 
has resulted in no little conservatism. 


past week. 


Sole Leather Firm 


There is not much change in the sole 
leather situation. Tanners are sending 
leather as fast as it comes in from the 
tanneries, and it is said large lots have 
not been sold at the outside asking 
prices, though lower bids have been 
refused. Tanners are of the opinion 
that shoe manufacturers will soon be in 
need of new supplies and compelled to 
come into the market and take such 
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leather as they can get at prevailing 


‘prices. The same applies to the various 


kinds of sole leather, union, oak sole, 
chrome and offal. 

It has been a sort of between-season 
period with manufacturers getting ready 
for the new run, and buyers are fairly 
well convinced that there will not be any 
material benefit by delaying purchases. 


Upper Leather in Better Request 


Upper leather is the most active of 
the market, and salesmen do not report 
so much conservatism among buyers, 
although it is conceded that the peak 
has been reached in the matter of 
extreme prices. A shortage of hidés 
and skins must necessarily have an 
important bearing on the matter of 
price. 

Side leather is in active request in the 
various tannages, and the calf leather 
market is very strong and the output 
of tanners is fairly well sold ahead. 

(Continued on page 139) 


Sole Leather 


1910 1918 1919 
Cents per pound 
Hemlock sole, heavy, No. 1.................... 25@26 56@57 58@ 60 
Hemlock sole, seconds, mid.. 23 @24 54@55 —@ 58 
Oak sole, No. 1 bends.. 45@— 85@92 1.10@1.25 
Oak sole, No. 1 backs, all walahiee.. 43 @— 80@85 98@ 1.05 
Mri ON II 5565.05 oes 6 A dkénd ores Ka he we awid ewe’ 33@35 84@85 —@ 92 
ee OR, SOE Otero ar Pr ee 80@83 —@ 9% 
PUNE IIE ORME he 655.0 5ic soo oie s aec cage weve 17@18 17@ 18 
CREE, MENGE DONO 6 a5 oe oo Se kan css oe eee 23@25 20@ 27 
Oflal, hemlock shoulders...................... 38@40 39@ 40 
I, IMs ind. 50's os o-o.s 0s ERMA S AES Os 24@25 23@ 25 
I, MNS 2 as ong. 6.0 6:00. 0d edae wre eee aa 27@28 26@ 29 
Cents per foot 
Chrome, S. A. dry hide, 714 to 10 iron, sides..... 43 @50 55@ 60 
Chrome, green hide, 6 to 8 iron, sides............ —@50 55@ 60 


Upper leather quotations are not given owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers... 


Heavy native COWS. .............020000: 
RS OP Pee Ce eee eee 
Chicago City calfskins............. eee 
Pee. As aie <'S.4 0. di.0.5.4. 0, 0:hn8ie 





1910 1918 1919 
Cents per pound 
; 1634@17 —@30 —@48 
... 154%@15% —@28 46 @47 
... 133%@14 —@21 38@40 
... 18 @19% 34@44 70@92% 
as, a. 223 —@34 43 @46 





Buyers’ Easy Reference Directory 
““Jhose totally different shoes ” 2 


wages) its superiority is be 
, generally recogniz 

WOMEN'S FINE oe Bp sory ler ira 

l N STOCK H ing constantly widened. 

| Customers are the 

most discriminating jud ges of 

Pump. Light Weight, Goodyear | leather values. Useful wher 
Welt. 18-8 Leather Louis Heel. ever kid can be used. 

Expert attention to 


‘One of Our Next Spring Winners” } H ———— w(t export trade 


173 Summer St., Boston, Mass. 











pe SS Tt wef NU Lm on the floor ready to ship 
QUICK SELLERS 
GOOD, PROFIT MAKERS 


IN STOCK 
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FINEST QUALITY|{WELTS 


No. 1551 (made by P. J. Harney Shoe 
Co.)—Havana Brown Kid, Straight Imi- 
tation Tip, 17-8 Leather Louis Heel, 
Goodyear, AA-D $8.00 
No. 552-17 (made by Cotter Shoe Co.) 
—Black Kid, Straight Imitation Tip, 
Leather Louis Heel, A-C, $6.50 


st = EIGNER SHOE COMPANY 
MUI Nee VN 173 Summer St., _ BOSTON 


WS 


W77EZ 


WH 


| ery nay * and Tans, gts. 
ays. oods shipped day 
whee is received. 

HIGH GRADE GOODS 


THE BAKER SHOE CO., 


280 River St.. Haverhill, Mass. 
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FANCY SPATS 
The Kind That Fit 


Fine Grade Felt—10 Button 
$14.50 dozen? pair 
Extra Fine Box Cloth—10 Button 
$24.00 dozen pair 
SHOE LACES—SHOE POLISHES 


Colonial Buckles, Tongue Pads 
Coneral Shoo Store Supplies 
LINCOLN STORE 
SUPPLIES CO. 


The House of Service to You 
1508 Washington Ave. St. Louis, Mo. 


72e 
‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 
HAVERHILL, MASS. 
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Make Your Show Window 
Pay Your Rent 

Our line of Period 
Display Fixtures 
will help you make 
effective window 
displays. 

Many sales are 

made on the 

sidewalk. 


New catalog No. 92 


on request. 


Shoe Knowledge That You Need 


You’ll find it all in “*The 
Shoe and Leather Lexicon”’ 


“The Shoe and Leather Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the tannery 
and mill through all processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
measurements. ss 


I in short, jenee course 
potion os Hlitle volume for’ y 50 comts a copy. 


3 ies for 
Boot and Shoe Recorder Publishing Company 


South Street, Boston 
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NO. 512 
CHERRY 
CALF 
VARSITY 
BAL 

IN STOCK 


New extreme 
narrow toe 


TERETE ETS 


Our corps of travelers are 
now showing Spring 
samples. 


GEO. S. DYER, N. Y. and 


N. J. 

E.’ B. SLOCUM, Chicago, 
Mich. and Wis. 

HARRY M. HAMILTON, 


South. 
J. A. WARRENDER, Ohio 


and Ind. 

Cc. P. HERRMANN, Pacific 
Coast. 

GEO. W. MANSON, JR., 
onan, Ark., Okla. and 


99 oO. 
** Dart Last GEO. J. LOVELEY, N. E. 
W. K. HOPLER, So. Atlantic 


$O -00 ri Soss, Pa. and W. Va. 


Cc. F. BARSTOW, Ill. and 
Iowa. 








The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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**ADELPHIA”’ 
Style No. 1116 


Creese & Cook’s “Tony” Calf. 


Real Style Is Here Again 


ETAIL shoe dealers, as well as the public at large, have enjoyed 
R watching Men’s shoe fashions emerge from wartime restrictions 
and return to their normal “snap.” . 
This ‘‘come-back” of style is evidenced in quality of leathers and fine shoemaking quite 
as much as in fancy lasts and patterns. 
Bates Shoes reflect the season’s style-excellence—and at moderate prices. 


Bates Shoes have not only character but dependable makeup. For instance, you will 
scarcely find a smarter, better-value Winter boot than the “Adelphia,” shown here. 


Bates Shoes In Stock, at our Chicago headquarters, give Bates Dealers one of the most 
valuable services a shoe manufacturing concern can give—the season’s large-selling 
styles carried on the floor in a full range of sizes ready to ship. 


Shall we send you the Bates In-Stock Catalogue of Fall shoes? You ought 
to keep a copy at hand. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 

















PUTTEUUETEENTATIATREL UME CRMC ULE TOOL RECO OMEN MO NMOAU EEO NOM UROONOOOO OE RTC 


ay SMART SHOE 


“2 that you can sell 
for $10. Wecan ship it from 
stock today. Made from 
Tan Eureka, the good-look- 


ing, long-wearing leather. On our 
popular Pullman Last. 

1620 is the number; now in stock, 
widths A-B-C-D. 


Price $7.25 


MARION SHOE COMPANY 
MARION, INDIANA. 
MEN’S FINE DRESS SHOES 


=| 
— 
=| 
=| 
=| 
=! 
=| 
— 
—t 
=! 
J 
= 
= 
— 
= 
a 


MMM 


Va 
\ 

S 

SS) 





BOOT AND SHOE RECORDER Sept. 27, 1919 


re 


“Every Shoe 
A Business Builder” 
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Patent leather symphony pump. 
Turn sole. Full Louis heel. 
Smoked Pearl Buttons. Crimped 
Vamp. New No. 50 last. 
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Turn Shoes that Delight Well Dressed 
Women. 


HOPKINS & ELLIS 


HAVERHILL, MASS. 
BOSTON OFFICE, 108 LINCOLN ST. 
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OUTLOOK EXCELLENT 
F. D. Austin Travels Georgia 


F. D. Austin travels Northeastern 
Georgia for the Central Shoe Company, 

Mr. Austin writes that “Conditions 
in my territory are very good and the 
outlook for business this season could 
not be better.’”’” Mr. Austin will be 
remembered from his former connection 
with the Peters branch of the Inter- 














F. D. AUSTIN 
Central Shoe Company 


national Shoe Company, in which con- 
nection he traveled Northwestern Okla- 
homa four seasons. 


NEW SALES MANAGER 


William Scheuerman Wins Deserved 
Promotion 


William J. Scheuerman has been ap- 
pointed sales manager of the Griffin 
Manufacturing Company, makers of 
shoe dressings and polishes. Mr. 
Scheuerman has been connected with 











Traveling Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


FEM MN NM 


the house for a long time, most recently 
taking care of its interests in the Middle 
Western territory. In his new office he 
is preparing for a very aggressive sea- 
son’s campaign and is putting on a 
number of additional salesmen to cover 
territories in which business has not 
previously been intensively cultivated, 
as well as strengthening the field which 
has been under his immediate super- 
vision. Other plans, Mr. Scheuerman 
states, include a vigorous advertising 
campaign to the consumer in and 
around New York for the present Fall 
season. 

Much attention is also to be devoted 
to export business. Mr. Scheuerman 
desires to give personal attention to any 
calls that are made upon them for 
special service on the part of their 
customers, either in advisory capacity 
or in the matter of expediting special 
shipments. It might be stated that his 
long connection with the house has 
given him a perfect understanding of 
all of its business details, and with that 
he personally couples a quality of 
energy that is both intense and con- 
tinuous. 


ABSENTEE VOTING 


S. A. McOmber Active Worker on 
Amendment 

S. A. McOmber, New York represent- 
ative of the Utz & Dunn Co., Rochester, 
N. Y., is actively engaged in the cam- 
paign of traveling men to carry the 
referendum on the absentee voting 
amendment to the constitution at the 
next election in New York State. Mr. 
McOmber says that a good-sized fund 
has been raised among the traveling 
salesmen of the State and others who 
have been disfranchised hitherto, be- 
cause of their absence from home at 
election time. More than 300,000 men 
in New York State, he asserts, will 
regain their vote if the amendment is 
carried. The bill was introduced by 
State Assemblyman Louis M. Martin of 
Oneida, and has twice been passed by 
the Legislature and signed by the 
Governor. All that is needed is the 
majority vote in the referendum. 
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A CHICAGO OFFICE 


News from the Westcott-Whitmore 
Company 


A. J. LaCasse, who has for some time 
been representing T. R. Emerson Shoe 
Company of New York on the road, has 
resigned to open up the new Chicago 
office of the Westcott-Whitmore Com- 
pany of Syracuse, N. Y. 

The increasing business in -Chicago 
and vicinity has made it necessary for 











A. J. LaCASSE 
Westcott-Whitmore Company 


the Westcott-Whitmore Company to 
open an office and have a man perma- 
nently located there. 

LaCasse was well liked on the road 
and looks forward to a good business for 
his new territory. 

C. J. Riby, formerly with the Robin- 
son-Bynon Shoe Manufacturing Com- 
pany, of Auburn, N. Y., will represent 
the Westcott-Whitmore Company in 
the South Atlantic and Gulf States. 

N. F. Thornbro of Oakland, Cali 
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Stock No. 532 
Price $10.00 


Wing foot half rubber heels. 


Branded or Unbranded 


Seog RCULAR Bal. with Imitation fox- 
Rey ing, Cherry Red Calf Vamp and 
merece ‘Lop, Newport Last, l-inch Broad 
say Half Rubber Heel—12 Iron Single 

Sole. Code—Corning. Widths 0-1-2- 
3-4. This shoe is just what the boys from 
overseas are looking for. 


A full English toe that provides splendid fit- 
ting qualities. 


Try our Stock Dept. service, which, com- 
bined with the high quality and workmanship 
of Crawford Shoes, has placed us amongst 
the forerunners of the shoe industry. 


A new Catalog will be mailed you on request 


CHARLES A. EATON COMPANY 


THE STERLING SHOEMAKERS OF NEW ENGLAND 
BROCKTON, MASS. 
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fornia, will represent the Westcott- 
Whitmore Company in California, 
Washington and Oregon. 


SALESMEN’S ROSTER 
Boosters for Marion Shoe Company 


List of salesmen of Marion Shoe 
Company and their territories is as 
follows: H. G. Amish, New York 
State; Dewitt Ashdown, North Caro- 
lina; L. E. Barber, Kansas and Ne- 
braska; Major Beahr, Kentucky, 
Cincinnati, Tenneesee and Virginia; 
J. Milton Boze, New Orleans, Louisiana; 
George L. Clanton, Arkansas and Mis- 
souri; F. P. Gardner, Iowa; F. C. 
Lahrman, South Indiana and South- 
west Ohio; J. W. Lemley, Oklahoma; 
J. George Miller, North Ohio; H. W. 
Modlin, city of Chicago and Minne- 
apolis; R. S. McPeak, South Ohio and 
West Virginia; C. F. Ryan, Michigan 
and Wisconsin; J. B. Richardson, Illi- 
nois; C. P.. Shook, Alabama and 
Georgia; W. A. Siefker, Detroit; E. E. 
Snell, Indiana; A. M. Statler, Jr., city 
of Memphis and Mississippi; J. W. 
Vaughan, East Pennsylvania and spe- 
cial cities; P. E. Vaughan, West Penn- 
sylvania; Samuel Zukerman, Southeast 
Pennsylvania. 


CORDIAL INVITATION 


Extended to Travelers While in 
Cleveland 


H. L. Bowers, secretary of the 
Northern Ohio Shoe and Leather Club, 
Cleveland, Ohio, wants all shoe travel- 
ers to make the clubrooms, 906-08 
Hotel Cleveland, their headquarters 
while in Cleveland. 

The rooms are located on the sample 
floor of the hotel, which is one of the 
most modern in America and is located 
in the heart of the business district. 
Travelers are asked to place their cards, 
giving the number of rooms in which 
their goods are displayed, on the walls 
of the clubrooms. 


STACY-ADAMS COMPANY 
SALESMEN 


Traveling Men Representing This 
Well-Known House 


The following traveling salesmen will 
represent, the coming season, Stacy- 
Adams Company, Brockton, manufac- 
turers of men’s fine shoes. They will be 
in their respective territories by Oc- 
tober 1: W. H. H. James, large city 
trade from Chicago to Pacific Coast; 
W. H. Larkin, from Mississippi River, 
west; John McElaney, Southwestern 
States; Joe W. Ellison, Southeast- 
ern States; Branch W. Martin, Central 
States; G. Stacy Bearse, Eastern 


States. President Clarence P. Waide 
of the concern will call on the trade in 
the large cities of the Eastern Middle 
States. 


SPLENDID BUSINESS 


Reported in Ohio by Ashley 
Kennedy 


Ashley Kennedy, well known in retail 
shoe circles, especially in the State of 
Ohio, is carrying the Johansen Bros. 
line this season, covering the territory 
of Ohio. Mr. Kennedy reports splendid 
business, stating that there is a strong 
tendency on the part of the merchants 
to buy early. 


CINCINNATI TRAVELERS 


Activities of P. Sullivan & Co.’s 
Salesmen 


Wm. P. Hennessy, Ohio representa- 
tive of P. Sullivan & Co., had his line 
on display last week at Hotel Gibson. 
Mr. Hennessy reports the billing of 
many large orders. 

W. T. Dickerson, sales and advertis- 
ing manager of the same company, left 
the early part of the week on a selling 
trip to Cleveland and Buffalo. He was 
expected back at his desk the latter 
part of the week. 


ELSIE BROWN RESIGNS 


Secretary to General Sales Manager 
James 


The traveling men of the Brown 
Shoe Co. feel that they have lost a 
friend at court in the departure of 
Miss Elsie Brown, the private secretary 
of General Sales Manager W. H. James, 
who has removed to the West perma- 
nently, resigning her position with the 
company. She was also secretary to 
Mr. James’ predecessor, George H. 
Moyer, and was personally in touch with 
the entire selling force. Before her 
departure she was made the recipient 
of a complete traveling outfit, including 
wardrobe trunk, etc., the gift of the 
men who went on the basis that noth- 
ing was too good for her and purchased 
the best that could be found. 


A CORRECTION 


George Nichols of Minneapolis the 
Chairman 


In our Commercial Traveler Depart- 
ment of September 13, the name of J. P. 
Byrne, president of the National Shoe 
Travelers’ Association, was mentioned 
as being chairman of the Educational 
Committee. We wish to correct this 
error and give credit to George Nichols 
of Minneapolis, who is the present 
chairman. 
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A STORY ON BARKER 
Parker, Holmes & Co.’s Salesman 


Frank W. Barker, one of Parker, 
Holmes & Co.’s New York City sales- 
men, is a principal in a story which 
runs as follows: 

Mr. Barker entered a car with a 
telescope and occupied a seat, in com- 
pany with a man who appeared to be 
asleep, but who on opening his eyes 
said, ““Well, how’s business? ”’ 

“Oh pretty good, like the rag busi- 
ness, picking up.” 

“Are you selling rags?” 

‘No, selling shoes.” 

“‘Shoes are high?” 

“Tea: - 

‘What makes them so high?”’ 

“The price of labor, leather, the 
foreign demand for shoes and the Demo- 
cratic party is running the country.” 

‘‘When are shoes going to be cheaper?” 

‘‘When we elect a Republican Presi- 
dent.” 

‘‘When are you going to elect him?” 

“One year from the approaching 
November.” 

‘*Well you have two more chances be- 
fore you do.” 

‘‘What are they?” 

“One is—you go to H— and the 
other you stay there.” 

After the laughter had subsided, the 
man continued: 

‘‘Where are you going now?”’ 

‘To Gimbel Bros. Store.” 

“T hope you sell them a big bill.” 

“‘Not this time, intend to buy some- 
thing.” 

“‘“Gimbel Bros. are on Thirty-Fourth 
Street?” 

Te: 

“Well, let’s you and I get off at 
Thirty-Third Street and I will buy you 
a big glass of ginger ale?”’ 

“TI don’t drink ginger ale.” 

“Neither do I, but that’s what you 
ask for after you get inside.” 

““You have missed your calling—you 
ought to have been a shoe man.” 

‘‘Not much, I am a respectable New 
Yorker all my life and a Tammany 
politician.” 

“Good night.” 

“Good night.” 


SALESMEN’S ROSTER 
Utz & Dunn’s Traveling Force 


F. L. Armstrong, New York, New 
Jersey and Connecticut; S. A. Beeson, 
Nebraska and Missouri; J. H. Brady, 
Tennessee, Kentucky and Indiana; J. 
W. Castle, New York and Pennsyl- 
vania; D. M. Corbin, J. H. Voor- 
vaart, Illinois; M. W. Crosby, Michi 
gan and Canada; J. W. Dawkins, 
Washington, Oregon, Idaho and Mon- 
tana; A. B. DeVille, Indiana, Illinois 
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An Innovation 


in Arch Supports 





Notice that the support 
is; BUILT INTO the shoe 


The STEINBRECHER Arch Su is unlike any other su) 
on the market because it’s built into the shoe. It phe wow 
prevents broken arches and tired feet. 


Sw our trade with STEINBRECHER Arch pports— 
Seovly 7", t can Gen & coy ae Bow + or 
shoe, new or old, in a very time, and withou t changing the 


appearance of the shoe. 

Write for lars and prices on both the Arch Supports and 
the te for RBRECHER Arch Supporting Shoes. 

The Steinbrecher Manufacturing Co. 


1311 North Clark Street Chicago, Ill. 






















So 


— Goodyear Wolt | 
Nature Shaped Shoes fr Children | 


IN STOCK STYLES 


“‘Wearproof” 
Linings 
IN-STOCK 


5-8 3.15 
81-211 3.60 
111-22 4.25 


All Styles and 
All Leathers 
IN-STOCK 


CHIPMAN HARWOOD co. 


564 Atlantic Ave 
BOSTON, - . . 
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THE L. B. SCHINDLER SHOE CO. 
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Your shoe customers are 
good hosiery customers, and 
your hosiery customers are 
good shoe customers when 


you sell them MEDALIA 
hose. 
Shall we tell you of the ad- 


vantage of selling shoes and 
hosiery? Write us. 
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They Sell Thcniinelices 


A Real Style Feature 


IN STOCK 


Stock No. 9420 $9.25 


Patent Colt Vamp. 
High Grade Satin Top. 
Silkk Worked Eyelets. 
Rochester Light Wel . 
Full Louis Heel. 


Sizes A-C 24-7 
Stock No. 9320—Same 


as above, only with Best 
GradejDull Mat Vamp. 





















“Snappy styles 
always in stock’’ 








99 Duane Street, New York, N. Y. 


N. B.—Our Catalogue is now ready. Have you 
received your copy? 
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and Ohio; F. W. Gilbert, Pennsylvania, 
Virginia, West Virginia and Maryland; 
A. C. Golden, New England States; F. 
M. Johnston, Iowa; A. D. King, Mis- 
souri, Arkansas and Louisiana; L. J. 
Laurie, Minnesota and Wisconsin; R. 
B. Leard, Western Pennsylvania and 
Ohio; N. M. Macdonald, North and 
South Carolina, Georgia and Florida; 
G. C. McAtee, California and Nevada; 
W. B. McNutt, Louis Tiger, Rocky 
Mountain States; S. A. McOmber, 
New York and all large cities in the 
East; C. S. Pierce, Alaska, Canada, 
Washington and Oregon; F. W. Rice, 
New York; Ben Stout, Minnesota and 
North Dakota; C. K. Wheeler, Okla- 
homa and Texas. 


GOODRICH SALESMEN ON WAY 


With Spring Samples of Women’s 
Turn Footwear 


The following salesmen representing 
Hazen B. Goodrich & Co., Haverhill, 
are in their respective territories with 
new samples of women’s fine turn foot- 
wear: F. A. Montgomery and J. B. 
Kruger, from Denver to the Pacific 
Coast; Frank W. Lord, Middle West; 
F. M. Colburn, South; J. E. Stevens, 
Eastern States; W. A. Ramsdell, North- 
western States. 


IN THE SOUTH 
H. L. Biddle with Cincinnati Line 


H. L. Biddle of Parkersburg, W. Va., 


will represent the Duttenbofer Stevens 
Company in Virginia and West Vir- 
ginia. 
A WESTERN TRIP 
Member of Concern Calling on 
- Retail Shoe Trade 


J. Ralph Baker of J. Ralph Baker © 
Shoe Company, makers of the Baker 
standardized shoe for men, is calling on 
the retail shoe trade in the principal 
cities of the Middle West. Ralph has 
taken some fine orders, and incidentally 
is hearing many good things said 


IN-STOCK 


MISSES’ AND CHILDREN’S 


SCHOOL SHOES 
BUILT FOR SERVICE 


Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt 


Infants’, 6-8, Widths, C-E...... 
Child’s, 8-11, Widths, C-E...... 
Misses’, 11-2, Widths. C-D...... 

LISTED IN CATALOG NO. 15 


L. B. EVANS’ SON CO., Boston Office, 110 
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regarding the satisfaction that the ship- 
ments are giving the company’s cus- 
tomers. He will return to the factory in 
Bridgewater, Mass., about the middle 
of October. 


Regarding Fred C. Earl 


Fred C. Earl, Chicago representative 
of the Manss-Owens Shoe Company, 
Cincinnati, Ohio, is now in his territory 
with his new styles and patterns for 
next Spring and Summer. 


THE LEATHER MARKET 
(Concluded from page 129) 
Colored calf is in excellent request and 
selling as fast as it is turned out. Prices 
range from $1 to $1.50 a foot, and old 
orders are not yet completed. There 
is a good call for black skins, but not 

equal to colors. 

The announcement of an export duty 
on hides and skins imposed by India 
discriminating in favor of the United 
Kingdom is a source of disappointment 
to glazed kid manufacturers. Meetings 
have been held and more will be held 
‘as soon as the complete text of the 
action by the Indian Government is 
received. The labor troubles confront- 
ing the kid manufacturers are’ also a 
source of anxiety. 

Some new finishes of side leather 
being turned out resemble calf very 
much in appearance and have excellent 
wearing qualities. Prices are ranging 
from 75c to $1 per foot, a price un- 


' dreamed of not many years since. In 


fact, this is virtually over 100 per cent 
increase since last year. The call is 
also improving in the domestic trade 
for elk, which is quoted at from 60c to 
80c per foot. 

Foreign trade has not been so active 
in upper leather of late, largely due to 
exchange rates which have reached an 
alarming stage. It is certain, however, 
that local tanners cannot afford to send 
leather abroad unless the difference 
in exchange rates is made up by the 


Summer St. WAKEFIELD, MASS. 





foreign purchasers. The domestic de- 
mand is too strong to compel tanners to 
send leather abroad at below current 
quotations. 


Drops Into Poetry 


Shoe Merchant Expresses His Shoe 
Desire in Verse 


There was recently received at the 
factory of Edwin Clapp & Son, Inc., 
East Weymouth, Mass., a somewhat 
unique communication from a customer 
indicating his desire for Edwin Clapp 
shoes. Treasurer Horace R. Drink- 
water of the concern forwarded it to 
the ‘Recorder’? with this comment: 
“One of our customers, evidently get- 
ting restive about the non-appearance 
of his shoes, sent us the enclosed lines, 
which we thought were too good to 
keep. They caused a smile all down the 
line at our factory.” 


Here are the verses: 


“The man with a Packard has such a 

swell air, — 

He can have twenty Packards for all 
that I care, 

His dinkey old car does not give me 
the blues, 

For the one thing that I want is some 
Edwin Clapp shoes. 


“The bold aviator may glide through 


the stars, 

Can explore, if he wishes, the canals of 
Mars. 

All right if he likes it, but if I may 
choose, 

I'll take a quick shipment of Edwin 
Clapp shoes. 

“The rich man may reckon his gold by 

the ton, : 

He can juggle it daily, and deem it 
much fun. 

The ton that excites me, the ton I 
could use, 


Is two thousand pounds of those 
Edwin. Clapp shoes.” 
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CLASSIFIED AND OPPORTUNITIES. DEPARTMENT 


OSITIONS WANTED—Three cents per word for each insertion. 
Minimum amount an om, For other “Want” ad- 
for each Mi 


“Recorder” rates for space less than one-eighth 
i accepted, 
vertisements, five cents per w: 
One Dollar. Ads under this 


page per issue: 
i 52 times 


1 time 7 times 13 times 
$3.00 $2.75 

6.00 5.25 

9.00 7.75 


15.00 12.00 10.00 





26 times 
$2.50 
4.75 
7.00 
9.00 


$2.00 
4.00 
6.00 adverti 
8.00 under letter postage. 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





ANTED—Salesmen to carry our line of turn 
shoes in Middle West and Coast territory on 
commission. F. C. Gerber Shoe Co., Orwigsburg, 
Pa. 
ALESMAN WANTED—Man experienced in 
fitting women’s fine shoes. Permanent position. 
Good opportunity. Give full particulars and 
salary wanted. Poulsen’s, Santa Rosa, Cal. 


ws NTED—Salesmen, established in_ territory 
outside of Wisconsin and Northern Michigan, 
to carry as a side line a short line of men’s and boys 
service shoes on straight commission. Made by old 
established house. Prices exceptionally reasonable. 
Commission paid monthly on goods shipped. 
Write B481, care of Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
GHOES—E ienced shoe salesman wanted by 
established Philadelphia wholesale shoe house, 
for Baltimore and Washington, also for Philadel- 
phia and adjacent territory. dress references, 
etc., B482, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMAN WANTED to sell an exclusive line 
of women’s fancy shoes in the vicinity of Balti- 
more, coveri Virginia, Maryland and possibly 
other States. iso salesmen wanted to cover Phila- 
delphia and vicinity. In making applications give 
references and last ition held. E. Wethey 
Shoe Co., 78 Reade St., N. Y. City. 
ANTED—Enxperienced_ salesman, to carry a 
side line of women’s Comfort Shoes, familiar 
with good trade. Send correspondence to B484, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
ALESMAN WANTED—High class salesman 
to c as side line overgaiters and Cotero 
Tongue Pads on commission basis. commission 
— orders. Cotero Cushion Mfg. Co., Scranton, 
a. 
ALESMAN WANTED—To carry wholesale 
line of high grade women’s shoes as a side line 
through Maine, N. H., Vt., Penn. and M 
Shoes carried in-stock. Man must know the trade. 
Send references with first letter. Address B457, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED 


HIGH-CLASS shoe salesmen to carry a side 
line of High-Grade Cushion Insoles. 
Something different from anything that 
was ever sold before. This is an exception- 
ally good proposition. Any territory. 
Apply, Dayton Insole Co., 123 Mill St., 
Dayton, Ohio. 





























POSITION WANTED 


ITUATION WANTED—Shoe man 37 years of 
age, of wide e ience and good personal ~ 
pearance, now employed by large retail firm, seeks 
a live line of shoes or kin line for road or will 
consider position as store manager with live con- 
cern. Address B477, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 


I AM desirous of road —— with manufacturer 
of women’s or men’s high-grade welt shoes. No 
preference as to territory. On ny | basis. Twelve 
years’ retail experience. Address B485, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


GHOE .SALESMAN—Ten __ years’ experience 

~ traveling through the South, would like connec- 
tion with a reputable shoe manufacturer. Best 
reference. Address H. L. S., 1607 W. North Ave., 
Baltimore, Md. 


TRAVELIN G SALESMAN—Position on road 
wanted by young man 24 years old, a Harvard 
aduate, thoroug! e ienced in footwear. 
ddress B473, care tt and Shoe Recorder, 207 
South St., Boston, Mass. 














Jobbing Lines Wanted 


Excellent opportunity for 
several manufacturers to be 
represented to jobbing trade 
by live-wire organization 
with Boston headquarters. 
Address B472, care Boot and 
Shoe Recorder, 207 South St., 


Boston, Mass. 

















HELP WANTED 


A GOOD POSITION open for the — man. 
Applicant must be capable of han help 
and the details of manufacturing of a rapidly in- 
=~ output of a ge Nig ip = _ 
prefer one experienced in this special line, but 
would consider an all-round shoe man who has a 
thorough knowledge of the cutting and fitting de- 
partments and a general knowledge of the other 
departments. In writing state experience, refer- 
ences, etc. B483, care t and Shoe Recorder, 
207 South St., Boston, Mass. 

ANTED—A buyer for ladies’ and children’s 

shoe department. This department is very 
successful and merely needs to be kept going. 
It will show gains of its own natural growth, but 
a good man can double the business and advance 
as the business grows. Write stating salary and 
experience. The P. H. Opie Co., Westerly, R. I. 


WANTED~Shoe buyer for ladies’ and children’s 
department. Give ae. experience, salary 
e C. 


wanted and reference. . Jackson Com- 
pany, Department Store, Findlay, Ohio. 














BUYER WANTED 


HOE BUYER—G. Fox & Co., Hartford, Conn., 
seek the services of an experienced young man 
capable of buying for and managing a bargain 
basement shoe department. Apply in writing, 
giving full information as to experience, age, etc. 











LOCATION WANTED 





AR E you looking for a real sales manager? Some 
wholesaler or manufacturer of shoes who values 
solidity of character, proved salesmanship, good 
presence and a clean, successful selling record of 
twenty-five years with one well-known shoe whole- 
sale firm, is looking for a man of my type. My only 
reason for desiring to leave my present position 
is that it holds no further opportunity for advance- 
ment. Competent to position of sales 
manager or large account salesman. My services 
are worth at least $8,000 per year, but I also want 
the opportunity to earn in pro; ion to the results 
which I produce. Address B479, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass 
OUNG MAN at pr ployed as g 
of a Western New York shoe store desires 
similar position or position as assistant to manager 
in a department store in Middle or Western New 
York. Address B480, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











WANTED— Location to open shoe repair by 
first-class workman with good machines. D. A. 
Prendergast, De Witt, Iowa. 








FOREIGN AGENCY 





FOR SALE 


FoR SALE—Shoe store; stock inventories $9,000. 
Will sell for $6,500 cash to quick buyer. Ad- 
dress B478, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


HOE STORE FOR SALE—Established and 
well-paying business, located in the main busi- 
ness section. Clean and well-bought stock. Long 
lease. Reason for selling, bad health. Address 
P. O. Box 1103, Savannah, Ga. 


FOR SALE 


Quarter, half, or all interest in only 
exclusive shoe store in town of 5,000. Sales 
40,000 per annum. Stock $20,000 to $25,- 
000.. Owner unable to give time and wants 
able manager. A. D. Gates, Sycamore, Ill. 























WANTED TO PURCHASE 








WANTED FOR EXPORT 
Se . Numbers 
YOUR | surplus Stocks 


FOR 

NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


CASH 








GERMAN AGENCY 
Representative with intimate acquaintance of 
all buyers throughout Germany, covering 
twenty years, desires manufacturer’s sole 
agene ol —— line embracing all grades 
o! en’s, Women’s and Children’s shoes. 
Commission or consignment basis acceptable, or 
straight sale following immediate —,-. 
Unquestionable references furnished. Advise 
current or future deliveries. Hermann H. 
Orbach, Manheim, Germany. 








We buy quick and highest cash price 
fer stall’ cad whakeadio checks ef cheese of 
other merchandise. 


BROOKLYN PURCHASING SYNDICATE 
Proprietor 


WALKEB. 
610 Broadway, Brooklyn 


Phone, Stagg 1757 














